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NOMDA President Charles Meyers, 
guest speaker at the May office furni- 
ture show, presides over his own con- 
vention in June. Details on page 20. 










NOFA picked John $. Marshall of 


=i : — Kansas City as Mr. Office Furniture 
1g ia ‘ } Dealer of 1959. Mrs. Marshall holds 
—. “4 , . trophy received at banquet. NOFA re- 


port on page 26. 










NSOEA regional meetings, winding up 
in June, included profit priming sessions 
with Charles Mortensen and others. Re- 
ports from various regions appear in 
the news section. 
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The Olivetti Lettera 22, above, and the Olivetti 
Studio 44, at right, offer dealers these advantages: 

(1) Full profit opportunities on every sale. (2) Full 
value and top quality that make satisfied 
customers. (3) A solid background of national 
advertising. For information on dealerships, write to 
Portable Division, Olivetti Sales Corporation, 

375 Park Avenue, New York 22, N.Y. 


* 


olivetti 
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FREE “Quikut” Barbecue Set with 
this “SCOTCH” BRAND CP-5A Deal 


¥¢ $3.95 value, yours at no extra cost! Handsome 3-piece set in- 
cludes 13” fork, 14” spatula, 15” knife in durable stainless steel. 

vy Packed with attractive, self-selling display of ““ScoTcH” BRAND 
Colored Plastic Tape. Styled in plastic and wood. Designed for 
easy color selection—7 colors and clear in 29¢—34” and 59¢— 
114” widths. 


YOUR PROFIT .. $22.46 
Order Deal CP-5A now from your “SCOTCH” BRAND supplier 


(Equa ks and is assortable with all other resale tapes to make quantity.) 
ee 


— : 
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... WHERE RESEARCH IS THE KEY TO TOMORROW 
- - - for more details circle 132 on last page 
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Craftint is running this 
Full Page Magazine Advertisement in 


AMERICAN ARTIST « ART DIRECTION « ADVERTISING REQUIREMENTS + SCHOOL ARTS © ARTS and 


TO HELP YOu MAKE, AND BREAK, NEW SALES RECORDS! 
complete details, THE CRAFTINT MFG. Co. 


ACTIVITIES WRITE, WIRE or PHONE for 


- 1615 Collamer Avenue - Cleveland 10, Ohio - Glenville 1-1225 


- - = for more details circle 116 on last page 
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Charles Meyers of Miami, president 





of the National Office Machine Deal- DON FISCHER, Managing Editor 

ers Association who appears on our BEN MARSH, JOSEPH W. FELL, Associate Editors 
cover, was pleasantly surprised to find DR. G. B. CROSS, Consulting Editor 
many of his own members in the HARRY RAMALEY, Production Manag 
audience when he appeared as guest DAVIDSON PUBLISHING COMPANY 
speaker at the National Office Fur- 405 E. Superior St., Duluth 2, Minn. 


: = aes . : = ill 3-4 
niture Association convention. New Vork 1: Robert Shearman, 250 Fifth Ave., MUrray H 723 
° ‘ Chicago 1: Art Wiggin, 221 North LaSalle St., CEntral 6-1600 

His part in the NOFA show drew Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
attention to the interests which are San Francisco 5: J. A. Converse, 274 Monadnock Bdg., YUkon 2-3029 
shared by dealer members of a num- 
ber of fine associations in our in- 


dustry. While NOMDA, NOFA and 

NSOEA each has its own aims, there JULY, 1959 C ON TEN TS VOL. 39, NO. 7 

is a certain amount of overlapping in 

membership by dealers who want the 

best that all three trade groups have 

to offer. Capsule Comments 2 
The office machine dealer, the ot- 


Dear Reader 5 


‘ ‘ . > ; Vashing 11 
fice furniture dealer and the sta- A Letter From Washington 
tionery dealer are often the same New Products — 14 
person. Even those dealers who spec- In My Opinion . 19 
ialize in one segment of the industry ; 
have interests and problems in com- NOMDA Promises Profitable Program 20 
mee with dealers saree other ag: How Not To Be A Vocal Yokel 23 
ments. It was interesting to note that 
the new president of the office fur- Pencil Week Winners Announced 24 
miture group is general manager of NOFA Show Most Colorful Yet 26 
a company that does two-thirds of its ‘al 
volume in commercial stationery. And Profit Hints 29 
many people at the furniture show, Automation and You 31 
like us, stayed on in Miami Beach to By Dr. Gordon Cross 
attend a Region 4 meeti ; 

oo ing. News People and Events ...... : ' 34 


A number of our staff members had 
a special chance to greet Region 7 Yours for the Asking - 
members of the National Stationery 

















ced . sage 4 Classified Advertisements 32 
and Office Equipment Association in 
carly June when they came to our Stationers Calendar oe 
home town of Duluth for their district Readers Service a 
meeting. 
From all of the panel sessions, 
speeches, workshops and reports at 
these various meetings, we try to bring — 
you a summary of the good ideas ‘doc’ [BPA 
* 
brought out. The more you can use the oa 
ideas in yo mn busi i — 
your own business, the happier 
we are. 
x MODERN STATIONER is published monthly by Davidson Publishing Company, Publicati 
office, Waseca, Minnesota; Editorial and Executive offices, 405 East Superior Street, 
Duluth 2, Mi ta; Busi offices, 250 Fifth Avenue, New York 1, New York; 
; ou Marshall Reinig, president; Robert Edgell executive vice president; Harold o. 
Shively, vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. Single copies 
Me. . a, ee — 30c. Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 
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HITS YOUR CITY LIKE 


ina iheas rl 


Scripto sends pen sales zooming with a big blast of a promotion that's... 


















errific in ew way Bee ested results 


volumes and to sell pens! 


fam in city 


profits! after city! 








TEST “ SHOTS” in important markets 


measured and proved the force of this promotion. | ,) J 
Just a few results: YY / 
oe 


An East Coast City ...Scripto sales in two months were 
more than 50% of ALL pens sold in that time! 





A Midwest City ...Scripto sold twice as many 
pens as the national market share in the two 
months period! ““We’re counting on a repeat in the 
Fall,”’ said the Merchandise Mgr. of a drug chain. 


i A Southern City ...Scripto total sales 
q more than doubled in the second month 


of the promotion. 
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Get ready now for Benin traffic! 


Be ew profits! 


TE remendous sales! 
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TRADE-IN OFFER 


THE 






Terrific promotion on the most wanted pen in 
America—the smooth writing, gold plated pen 
with the Vacuum Grip ball that you usually sell 
for $2.95. New—unique $1.00 Trade-in—en- 
ables you to offer the Golden Satellite for only 
$1.95! Scripto invites your customers to trade-in 
“ANY OLD PEN (even if it won’t write) and 
Save $1.00 on this newest and most beautiful of 


will hit your market this Fall: 


Not one but four big hard hitting ads in 
173 local newspapers! 


High frequency explosions on spot TV over 
100 stations. This is a localized TV cover- 
age that overpowers anything ever done 
by any pen at any time in history. 


Tailor-made mat ads for you to tie-in with! 


PLUS—attractive and traffic arresting 
“In Window” and “In Store” displays! 





BIG ADVERTISING BLASTS... | 


2/0 GOLDEN SATELLITE 
*1°° TRADE-IN OFFER 


all pens! This trade has been thoroughly tested 
and has made sales history in city after city! 


THIS PROMOTION RUNS ITSELF: No coupons 
to count—no paper work of any kind. The $1.00 
trade-in is handled by the retailer. Full profit 
for everyone—discounts figured on $1.95 list. 


TRADE I any OLD PEN FOR ‘1.09 


LOEN 
Sreuutre 


Seared 
7 TESTED ANO 
FACTORY UES pResnt TO YOU 
1 7 A 
yacuua- GRIP = 
sor SKIP-PREE ; 
werTinG ON as 
ureact 
: pore TELE GAUGE 


REFILL 


Scripto, Inc., PO. Box 4847 4 assortment 


Atlanta 2, Georgia, U.S.A. - 2 #T 319 T 


- - - for more details circle 143 on last page 
















AG > has started 


COUNTER REVOLUTION 
in Open Stock Selling 


NEW REVOLUTIONARY MERCHANDISE UNIT sells open stock, or lap let- 
ters, papers and matching envelopes together ... on the counter ... in easy reach 
... for easy sales. Flexible shipping units convert to counter display ... show 
every line ...save counter space. FREE with all Montag’s Open Stock Patterns. 


London Crushed Bond — Coronet London Crushed Bond — 
Regular Weight Shadow Stripe Light Weight 

Sheerlite Ripple Bond Old English Crushed Bond 

Innerweave French Line Pinline 

Regency Stratosheer Airmaid 


Montag Bross 
245 North H 


ORDER TODAY! SHOW and SELL OPEN STOCK PAPERS AND ENVELOPES by Un onJig x Aveae No 
»™ 





CAPSULE COMMENTS 


“The office furniture industry could double production tomorrow if all the dealers 
decided to modernize their own offices.” — Overheard at NOFA convention. 

* * * * 
“Dictating and recording equipment selling is in a state of transition. It was 
strictly a specialty sales operation; now it is more like staple, over-the-counter 
selling. That’s because of the advent of light, low-priced tape machines. Office 
equipment dealers who see such products in this new light are sure to profit.” — 
Wally Moen, sales director of Geiss-America. 

* * * * 
“Many good dealers father a competitor or two when top salesmen leave to set up 
their own businesses, but don’t let this stop you from shooting for the best help 


available.” — Charles Mortensen, NSOEA general manager, at regional meeting. 
* * * * 





“We firmly believe that progress in electronic data processing and scientific com- 
putation will prevent American business and government from choking to death on 
its own paperwork.” — Paul B. Wishart, president, Minneapolis-Honeywell Regu- 
lator Co. 


* * * * 


“There is a combination of discernible forces now at work that would very well 
pronounce a curse of doom on our business as -we have known it. The accelerated 
rate of change is such that there is no longer any question of doubt about what can 
happen — it is only a question of when . . . if we do not participate in the technical 
and social revolution already under way, rather than become a victim of it.” 
John Brain, NSOEA president, at regional meetings. 

* * * * 


Marketing magazine of Toronto tells of the dictating machine salesman who 
walks around large office blocks after 5 p.m. and talks to the janitors and cleaners 
to find out which offices are often working at that time. If they're still working 
after 5 p.m., he figures, they're behind schedule and there’s a reason why — could 
be that dictating equipment will speed them up. It works. 

* * + 
“Sales of office machinery during the postwar period have consistently shown more 
rapid growth than for the economy as a whole, benefiting from a growing need for 
more mechanization in the office. During 1958 domestic shipments of the 21 leading 
manufacturers of office equipment, including supplies and other products as well as 
equipment, totaled an estimated $2.5 billion. This was more than three times the 
dollar volume reported ten years earlier, and compares with an increase of 70 per- 
cent in the total national output of goods and services during the same period.” 
From Business Comment bulletin of The Northern Trust Co., Chicago. 

* * * * 
“It appears that ‘the additional 5 percent’ is now the straw that breaks the camel's 
back, It is the major culprit when dealers do not make money on supplies.” — 
L. G. Morris, Sales Manager, Eaton Paper Corp. 

a * * 


“The finest research and production facilities, and the finest sales organization, 
all add up to simply nothing if the independent retail dealer is not interested in 
selling the finished product to the ultimate consumer.” — Fred Maytag II. 
* * * * 

“We are engaged in a contest of civilizations. And it is a contest we must win 
if our way of life is to survive on this planet . . . Perhaps the most puzzling para- 
dox of our time is the fact that the wholly materialistic Soviet approach to life 
has acquired an almost spiritual quality in the minds of millions of people; while our 
civilization, based on the spiritual concept of man created in the image of God, 
has acquired the reputation of being hard, cold and often inhumanely materialistic.” 
— Donald K. David, chairman of the Committee for Economic Development and 
former dean of the Harvard Graduate School of Business Administration. 
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NEW 
BATES 
STAPLER 


PLIER-TYPE 


portable... profitable! 


Here’s another sure-fire winner added 
to the extensive and growing line of 
Bates Staplers. New Hand-Grip stapler, 
with that built-in Bates Quality. Opens 
customers’ eyes, closes sales! 


Hand-Grip Stapler 88P...Designed for comfortable hand use at or away 
desk. Fits pocket, briefcase, smallest drawer. Even opens for tacking. Takes 
standard staples. Convenient hanging loop. Chrome with grey, yellow or red t 











Shows red 
when it's 


Model C: Makes own 
staples from continuous 
spool of rust-proof brass 
wire. One loading makes 
approximately 5,000 
staples. 


*‘56"': Designed for mod- 
ern office décor. Long, 
low design—5 colors and 
chrome. Staples, pins, 
tacks. Instantaneous 
simple loading. Protec- 
tive rubber feet. Holds 
210 standard staples. 


88": Finest stapler in 
low-priced field. Modern 
design, five colors. Sim- 
ple loading. Tacks too. 
105 standard staples 


H-30: Heavy duty stapler 
for extra heavy stapling. 
Special H-30 high carbon, 
chisel pointed staples 
Capacity up to 100 
sheets. Holds 1401/4”, % 
or 2” staples. Tacks too 


Standard Staples: High- 
est grade cadmium plate 
steel wire, precision 
crafted, penetrate 
straight without buck- 
ling, the first time. Fit 
all standard staplers. 


End-icator Staples: Last 
few in every clip are red 

.. Signal to reload. Save 
time and annoyance — 
you’re always ready for 
stapling. Fit all standard 
staplers. 





56" Electric Stapler: 
Completely automatic. 
Staples at a touch 

of the paper. Uses standard 
staples. Removable, 
interchangeable stapling 
unit. Adjustable depth 
gauge. Push-button loading. 
Safety-matic features. 
Soundproofed. 


Multiple Head H-30 Foot Power: 
Furnished with stapling heads 
—with adjustable depth gauges 
(exclusive Bates feature) 
—mounted on steel table. 
Available with 2, 3 

or 4 heads—8” throat— 

140 staple capacity. 


Staple Remover No. 60: © 
Snaps out staples of 
ALL SIZES in a jiffy! 
simple—compact. 
Handsome plastic trims, 
Grey or Wainut. 














Many other models including the Model C Electric Stapler, Junior and 
Senior Staplers, Tackers, Saddle Stitchers. Write for complete catalog 


the BATES manufacturing co. 


Orange, New Jersey » New York Office, 63 Vesey St., New vert 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

June 15, 1959 


Fair Trade legislation is apparently headed for House passage, fol- 

= lowing approval of the Harris bill by the House Interstate Commerce Commit- 

© tee by better than a two-one margin. The Senate Commerce Committee scheduled 
» hearings on a companion bill for late June. It is doubtful that the Senate 

P will get around to acting on the bill in this session. The legislation, 

» however, will still be alive for the second session, which starts in January. 





Opponents of Fair Trade in Congress are predicting a veto by the Presi- 
» dent, which probably couldn't be over-ridden. It is remembered, however, 
© that it was generally understood that former President Truman would veto 
the McGuire Act, but he signed it. 


The campaign of the Federal Trade Commission to persuade or force 
Manufacturers to abandon publication of suggested list prices is further 
complicating resale price maintenance under the McGuire Act. This result 
is actually a side effect to which the Commission is not averse because 
it opposes Fair Trade. What FTC is primarily after is fictitious pricing, 
a common practice of some manufacturers and retailers in offering large 
discounts off a list price which was never asked. 








On the Fair Trade angle, Commission staffers contend that if list 
prices are the same as Fair Trade prices, manufacturers can advertise them 
Only if they rigidly enforce them on retailers. Otherwise, manufacturers 
would be violating the statutes against deceptive advertising. All the FTC 
Maneuvering is at the manufacturing level, the Commission staff having noted 
that there are vastly more retailers and that it is difficult to persuade 
@ court that any but the largest retailers are in interstate commerce. 


Interstate commerce and enforcement amendments were added to the 
Original Harris bill by the House committee. To forestall possible ex- 
tension of wage-hour requirements and the Taft-Hartley Act to retailers, 
the committee specified that retailers are considered to be in interstate 
commerce only for the purposes of Fair Trade. A second amendment provides 
that it is a defense to a Fair Trade suit for a price-cutter to show that 


the manufacturer has not been diligent in enforcing list prices on all re- 
tailers. 








Congress is moving toward enactment of legislation requested by the 
Eisenhower Administration to make final FTC cease-and-desist orders under 
the Clayton Act. The statute now lacks the finality clause in the FTC 
Act, which makes orders final unless appealed to the courts in 60 days. 
The Clayton Act loophole actually allows a company to violate an FTC order 





three times before being subject to a penalty, and then only to a fine for 
contempt of court. The legislation has passed the Senate and has received 
approval of the House Judiciary Antitrust Subcommittee. 4 


The House has voted FITC sufficient money for fiscal 1960 to hire 32 
additional employees, most of whom will probably be assigned to anti- 
merger work. Justice Department's Antitrust Division also was voted 
additional funds. 


The cost of "renting money" continues to climb and there is no end inj 
sight to increasing interest charges. Most banks recently raised their 
rates, and another increase is likely if Congress approves taking the ce 
off Government bond rates. Such action would cause increasing competition» 
for the money supply. The Government is having trouble selling bonds at 
present because other investments pay higher. 








FTC lawyers are weighing a proposal to include rules on installment 
plan financing within a code of trade practices being worked out with 
representatives of furniture manufacturers and retailers. 


Such rules would include careful separation of insurance and interest) 
charges. They are in effect for the automobile industry only at present. J 
Another problem FTC is encountering in the furniture code is nomenclature | 
for basic materials and finishes. How to describe the products is puzzl ng 
An example is the refusal of many manufacturers to accept the term "mahog 
finish" to describe other woods with a surface grain simulating mahogany. § 





Serious flaws in the law designed to aid small business by allowing | 
partnerships to elect to be taxed as corporations were disclosed at a 
recent hearing before the Internal Revenue Service. The most serious prob) 
faces partnerships which took the election and then later actually incor- 7 
porated. IRS interprets the law as requiring that such a transaction be | 
treated as a liquidation of the original business. Thus the partners wo 
be taxed on the theoretical value of what an actual sale would bring. 





This obvious inequity will probably be taken up as part of a compre= | 
hensive review of all tax laws to be started by the House Ways and Means 
Committee in November. Committee Chairman Wilbur Mills (D., Ark.) said 
panel discussion will start November 2. He added that the hearings are to. 
be exploratory in character and "are intended to determine the practical 
possibilities of establishing a broader income tax base and lower rates.” | 
(One seemingly minor proposal -- to disallow nightclub expenses as enter=- 7 
tainment -- might bring $100 million more a year to the Treasury.) 


In an attempt to make the Keogh self-employed retirement bill more 
palatable to the Administration, Sen. George Smathers (D., Fla.) has intros 
duced it in the Senate with the effective date set back one year. Post- | 
poning the effective date would mean that the estimated annual drain of 
$365 million on the Treasury would start during fiscal 1961, a year in 
which there is an excellent chance for a budget surplus. 








A report to the Senate Finance Committee by the Treasury notes the 
agency's opposition and says that "these bills should be reconsidered when) 
the budgetary situation is more favorable for tax reduction." The Treasum 
also doesn't like the thought of opening the door to all taxpayers to dedu 


retirement savings, which would cost in the neighborhood of $3 billion 
a year. 
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AS A SERVICE TO PROFIT-MINDED DEALERS 


MMA Tt F.2, Ohl 





1,000,000 DESK MARKET OPEN 10 AGGRESSIVE DEALERS 


A recent survey shows that 11,000,000 
iesks in offices throughout the nation are 
IT years old or olde a. This obsolete equip- 
pent is costing employers thousands of 
jllars annually in inefficiency, mainte- 
unce bills, and low work out-put. Here is 
stich market, a ripe potential for sales! 

As a Globe-Wernicke dealer, you can 
wily demonstrate how G/W “efficiency- 

mgineered’ me tal desks increase work 
wipul, save valuable office space, and in- 
qease morale. You can also show your 
astomers how the exclusive desk arm slide 
sible card record tray, the Sec-Tray, or 
ihe arc swing typewriter platform saves 
them money in greater office productivity. 

Desk sales come easier when you offer a 
complete line of desks to meet every need: 
Executive Techniplan, Standard Techni- 
jlan, and Streamliner square-edge and 
molded top desks. As a G/W dealer, you 
can fill any order—from a luxurious ex- 
ecutive suite to a general office—for extra 
siles you may be missing now. 


New Air Force Academy 
Places Large Fiberlite Order 


The new United States Air Force Acad- 
emy, the most modern training center in 
the world, rece *ntly purchased a ‘large num- 
berof G/W Fiberlite wastebaskets to com- 
pement the smart interior decor of the 
Academy. Utility Office Supply Company 
of Denver is the Globe-Wernicke dealer 


who made the sale. Fiberlite’s handsome 





G/W Fiberlite Wastebaskets Complement Smart 
Decor of new Air Force Academy 


textured surface is impervious to liquids, 
must, soil. Tough fiber glass construction 
makes jt virtually damage. free. Fiberlite 
Wastebaskets are easy to dean and have a 
spacious capacity. G/W’s Fiberlite waste- 

ets—“light as a feather . . . wear for- 
ever” —are available in Sea Green, Copper 


an, Seal Gray, Red, and Black. 


Mla $100 Chair for 2¢ a Day 


Here’s an j Inter sting way to demonstrate 
¥ quality G/W Fine - Rest aluminum 
its don’t cost—but actually pay for 

lves! Let’s assume that the minimum 











life of a chain is ten years, and that there re 
are 250 working days in a year. Therefore, 

a $100 chair (divided by 2500 working 
days) costs the user 4c per day. And, let’s 


| 
| 


‘a 
~ 


| 


say that the user earns $1.20 per hour— 
that’s equal to 2c per minute. 

If our Fine - Rest aluminum chair saves 
just one minute per day of a person’s time 
—the chair will cost him only 2c a day! If 
the chair saves (wo minutes a day in extra 
comfort, in reducing fatigue. in less main- 
tenance—the chair will pay for itself! Keep 
these figures in mind when a customer is 
determining how much comfort he can 
afford to buy. 

= 
Cut Overhead for Greater Profit 

As a Globe-Wernic ke 
the advantage of ordering all your office 
furniture, filing supplies, and accessories 
from one reputable source. This means 
greatly simplified inventory, consolidated 
purchasing, and superior service. (And, 
you can offer your customers the entire 
line of Globe-Wernicke’s metal business 
equipment.) Mail the attached coupon 
today. Revitalize your business by becom- 
ing a G/W dealer. Remember . . . success 
depends on the strength of your line. 


Every G/W Fine-Rest Aluminum Chair has Foam 
Rubber over No-Sag Springs 


dealer, you have 


‘| G/W Cracks the Space Barrier 
With High-Flying Desk Tray Sales 


Explorer II, according to some mathe- 
maticians, nearly had a collision with—of 
all things—a G/W Streamliner Metal Desk 
Tray. Seems as though someone at Globe- 
Wernicke, armed with paper and pencil, 
figured out that, if all the Streamliner Desk 
Trays sold by dealers since January 1, 
1952. were stacked one on top of the other, 
they would reach 15714 miles out 
space—in the Explorer II orbit. 


into 


To bring these statistics down to Earth, 
placed end to end, these Desk Trays would 
extend 386 miles, or the distance from 
Cincinnati, Ohio to Atlanta, Georgia. 
That's a lot of Desk Trays—and a lot of 
sales! If you're interested in sales out of 
this world, get all the money-making facts 
on how you can benefit as a highly profit- 


ab le Globe- We rnicke de ale Pf. 


The Globe-Wernicke Co. 
Dept. DM-7 
Cincinnati 12, Ohio 


Information on this page interests me. Please 
send me details on a Globe-Wernicke Dealership. 


Name 








Company 


Address 





City. State = 





for more details circle 124 on last page 











Redesigned Ball Pen 1 

David Kahn, Inc., 
makers of Wear- 
ever pens and pen- 
cils, has redesigned 
its Push-O-Push 
Ball Pen while re 
taining the same 
retail price of 29 
cents. The new 
streamlined version 
has a metallic top 
to replace the pre- 
vious plastic. The 
clip is chrome-plated with a silvery fin- 
ished cap. The barrels are available in 
red, green, blue and black, providing 
two-tone coloring with contrasting barrel 
and cap. The double-press 
available in single units or in an eye- 
appealing merchandiser containing two 
dozen pens in assorted colors on a 7-¥ 
by 11-14 inch display card. Each pen con- 
tains non-transferable permanent quick- 
drying ink. 


action is 


Sorting Device 2 

A patent has been issued on a sorting 
device known as the “Sort-All’. It ef- 
ficiently separates and classifies checks, 
sales slips, time cards, letters, and led- 
ger sheets alphabetically, numerically or 
by days of the week and month. It can 
be used to sort papers of any kind up 


clip and ring are all nickel-plated. Barrels 
are made of plastic in blue, red, green, 
yellow, turquoise and black. The cart- 
ridge is of translucent Polyethylene so 
that the ink supply is visible. It is avail- 
able as a replacement at 10 cents each 
or three for 29 cents. The new pen is 
being packaged in a variety of ways: 
one dozen on a card, two dozen on a 
card, three dozen in a canteen and one 
dozen in a box. It is also offered with 
advertising imprints 


Merchandiser 4 


A new merchan- 
diser rack deliver- 
ing 44.5 percent 
profit is being dis- 
tributed by David 
Kahn, Inc., manu 
facturers of Wear- 
ever pens and pen- 
rac k 
contains a balanc- 
ed assortment of 
merchandise with 
a retail value of $95.07. It costs the 
dealer $52.52. The rack occupies only 
three-quarters of a foot of counter space 
and has a removable top for extra stor- 
age. Of striking modern design in bril- 
liant attention-getting Day-glo 
the rack revolves on its own base, mak- 
ing for easier selection. The merchandise 
includes a sampling of 17 different items, 


cils The 





colors, 


EY > Hgier 


Service Cart 





36” by 24” by 32” 
block arrangement, 


Offered as a 
practical — solution 
to the problem of 
distribution of 
heavy __ inter-office 
mail is the Lyon 
Service Cart, made 
by Lyon Metal 
Products, Inc. The 
cart is available jp 
two sizes; 30” by 
16" by 32” and 


By adding a follow 
the mail messenger 


can sort inter-departmental mail ag it 
is picked up. Casters are stationary in 
front, swivel in black. The push bar 
is of formed tubular steel. Pan type trays 


are 3” deep 
enamel. 


Finish 


iS green baked-on 


Label Holder Display Card 7 


To facilitate the 
display of Hol- 
Dex, transparent 
self-adhering label 
holder, the Cel-U- 
Dex Corp. has pre- 
pared an attractive 
card which accen- 
tuates its proper- 
ties, shows actual 
samples in _ use, 











and makes it possible for the viewer 
to conceive of possible utilization in 
terms of his own problems. Hol-Dex 
is used wherever there are shelves, 
boxes, bins, or racks to be labeled. It 
can be affixed anywhere. It holds fast 


to 10 inches in width. The “‘Sort-All’, 

























ranging from the heavily promoted Ink 
Cartridge Pen at $1.49 retail, to the 
mass selling Push-O-Push ball pen at 
29 cents retail. 





Ribbon Dispenser 5 forever — yet can be easily peeled off 
A new. self-serve Clear plastic keeps the insert clean and Ever 
ribbon dispenser is = legible. Hol-Dex comes in several widths live j 


made by Amberg File and Index Co., 


and in eight colors to permit color 





retails at $4.50. Each “‘Sort-All” is packed ie + leg =e ee coding. needs 
in a linen finish box; six boxes to a htheus of a. : == What 
carton. Actual marketing of the “Sort- weitee and eddies : = Pen Refill Station 8 nitie 
All” through distributors and dealers in eeshiay  othtieen a ae : oe ions 
the office supply field began several The pr ca ig = Ss E A new or mo <i 
years ago. l : yo 3 = volving refi st incre 
circular anc rotates = =e tion for ballpoint the p 
like a Lazy pen cartridges 1s . 

Retractable Pen 3 Sis *- Be Eectieieas sow being a ing | 
f All-Rite Pen, eight vertical com- by Parker. Hold Witl 
Inc., has announc- partments and each compartment is ing approximately ther 

ed a new retract- divided in half, providing a total of six- six dozen cartridge 

able ball pen to teen easily identified sections. Each sec- cards, it is design 
sell for 25 cents tion will hold seven boxes, giving the ed to provide 3 7 Bi 
The new AIl-Rite dispenser a capacity of 112 typewriter compact, self-serv- 1M 
No. 87 pen has a or adding machine ribbon boxes. Each ice, counter unit ti 
top action mechan- section of seven boxes is plainly identi- Parker has ink re a 

ism — push but- tied as to its contents. The dispenser fea- fills in five colors 
ton to write, push tures wood and metal construction, and four point sizes. The theme for 2.M 
again to retract. measures 21” in height and 10” in Parker's spring sales program is “Great . 


The _ plunger-cap, diameter. est ballpoint show on earth.” 
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THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
nities than ever before—in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
increase output 250% in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 
ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More people . -. Four million babies yearly. U.S. popula- 
tion has ‘bled in last 50 years! And our prosperity 
curve has always followed our population curve. 


2. More jobs Though employment in some areas has fallen 
off, the 15 million more jobs than in 1939—and there 
will be on more in 1975 than today. 

3. More income . 


‘ . Family income after taxes is at an all- 
time hi; 


f $5300—is expected to pass $7000 by 1975. 


4. More production . 


. U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products. 


. More savings . Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 

. More research . . . $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


_More needs . . . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone. 


Add them up and you have the makings of another big up- 


swing. Wise planners, builders and buyers will act now to 
get ready for it. 


FREE! Send for this new 24-page illus- | Your 
trated booklet, “Your Great Future in a | Great Future 
Growing America.’ Every American ina 
should know these fa Drop a card to- |“"™ near 
day to: ADVERTISING COUNCIL, Box 10, 

Midtown Station, New York 18, N. Y. 


(This space contributed as a public service by this magazine.) 








PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 


COPI-MATE ae offers 


a complete 
%*K merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack . . . The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED “CLEAN CHANGE" package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


2 COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE... 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


3 COMPLETE LINE... Leedall has a complete 
line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 

Dealers: Write for complete catalog and 
price lists. 

LEEDALL products mfg. co., inc. 
MILLTOWN, NEW JERSEY 


%* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS +- CARBON PAPERS + DUPLICATING SUPPIES 
- - = for more details circle 149 on last page 



















NEW PRODUCTS 


eeose00080066¢ 2 


Educational Games 9 
Newest addition to Edy 

Cards’ big-selling picture dog 

nos are full colo: odern styl 

illustrations of whimsical ag) 

mal characters to delight young 

sters’ hearts while providing 





them with an easy-to-play read 
ing-readiness game. “Arithme 
is the name of two other new games whid 
and multiplication and divisigg 
Each contains two full decks of playing cards and six playing 
boards. Each game can be played by 2 to 6 players. Boxe 
have Ed-U-Cards new PERMA-STA corners for longer play 


life. The games retail for $1 each. 


tic Can Be Fun 
teach addition-subtraction 


Typewriter Table 10 
MarshAllan Mfg. Co. an- 


nounces a new No. 216 

Typewriter & Utility Table 

with contoured design and 

made to hold the heaviest 

machine. It has easy rolling 

casters and two drop leaves. a S ‘a 
The table can be retailed for : 

as low as $4.98 each 

Pressure Sensitive Labels iH} 
Xt SESE May Tag & Label Corp. has an 





nounced its greatly enlarged line 
MAO) of plain and stock-printed Mac 
os Pressure Sensitive Labels is now 
PRESSURE packaged in a colorful two-tone 
SENSITIVE box, with cellophane window and 
LABELS easel back for counter or window 
display. File Folder Pressure Sensi 
tive Labels have also been added 
These labels, available in 11 colors 
with assorted color bars, are used 
for coding and classifying file fold: 
ers, stock bins, shelves 














Restyled Pencil 1 


A revision in styling 


and efficiency of the we 
Eberhard draftsmen’s 2 = 










































pencil, the Microtomic ee a 
No. 603, is now on the oe 
market. A flat ferrule of 


high luster chrome band- 

ed in black enamel now contains an adjustable pink pearl eraser 
a new feature. The pencil lettering is bright aluminum to match 
the ferrule. These new features are built into each of the 18 
degrees of the Microtomic line 


Novelty Pencil Sharpener 13 

Sterling Plastics Co. has it 
troduced a novel pencil sharp- 
ener which includes a miniature 
color “TV” set that “televises 
assorted colorful wiggle pictures 
of special interest to young: 
sters of school age. Designatec 
as item No. 583, this sharpenet 
has an over-the-counter retail of 
19 cents. It is, however, also 
recommended for premium use. "TV" cabinet which houses 
sharpener affords imprinting space on top. And wiggle pictures 
of products or additional advertising messages can be provide 





(Continued on page 44) 
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The Line is Busy! 


And it’s not just casual customer preference that makes the full Oxford 
line of filing supplies both busy and profitable. There are solid reasons 
why customers specify the Oxford name when they buy . . . reasons like 
Quality, Completeness, Packaging. 


QUALITY that is known through performance and shown in every 
package; quality that a buyer associates with “the First Name in Filing.” 
COMPLETENESS that answers every filing need - 

folders, vertical guides, index cards, card guides, rol-labels, storage 
files, red fiber goods, and the famous PENDAFLEX® system of hanging, 
sliding folders. 1315 office supply items in all! 


PACKAGING that is designed to sell; fresh, attractive, and 
eye-catching. Many items display-packaged to stimulate im- 
pulse buying from shelves and counters. 





Add Oxford’s advertising and publicity—in publications 
like Business WEEK, Topay’s SecreTARY, Dun’s REVIEW 
and Orric—E MANAGEMENT, to mention a few—and you 

see why the full line Oxford dealer is way ahead! 


Oxford Filing Supply Co., Inc. 
6-7 Clinton Road, Garden City, L. I., N.Y. 


St. Louis + Chicago + Dallas 
Los Angeles - New York 


Oxford 


a e- 
IN FILING 











- - - for more details circle 138 on last page 





HERE ARE SOME OF THE BIG 
ADVANTAGES WITH THE... 


FLAGHORY \NK MARKER: 


Writes on any surface—even 
metal! 


Never dries up when left 
uncapped 


Contains more ink than 
higher priced markers 


8 brilliant colors 
2-miles of writing 
Can't evaporate 
Completely leak-proof 


Replaceable tips and inks 
mean greater economy 


@ FOR FREE SAMPLE, ADDITIONAL 


DETAILS AND DISCOUNT 
SCHEDULE WRITE: 


MANUFACTURING COMPANY 
169 Murray St. * Newark 5. N. J. 
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Is It a Clean Deal? 


Then 180 members of our in- 
\ dustry, with thousands of years 
of combined experience, turn their 
attention to one dealer’s well-de- 
fined problems, you can be sure 
there will be enlightening results. 

This happened not once but 20 
times with 20 different dealer prob- 
lems during the series of six sales 
management seminars conducted 
early this year by the National Sta- 
tionery and Office Equipment As- 
sociation (don’t miss the next 
series ). 

One of the program's anonymous 
case histories, for which material 
was gathered over the past two 
years, describes the plight of a dealer 
who is losing his shirt on a fur- 
niture sale a really big sale, the 
windfall type of order that salesmen 
dream about. 

In at least one of the 30-member 
seminar groups, it was brought out 
that a dealer won’t lose his shirt 
on a sale like this if it’s a “clean 
deal.” 

This, in turn led to a discussion 
of what makes a clean deal. It’s a 
question that concerns especially the 
dealer in furniture’ and machines. 
How clean must the big deal be be- 
tore a dealer can safely quote a 
Price, say, as low as 10 percent above 
his cost? Can it ever be done with- 
out the dealer getting stung ? 

It hap; apparently, that deal- 
seg occas nally do get stung on 
big deals Which they are impress- 
ed by the size of the sale and 
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sharpen their pencils a little too 
much. In each case it looks like a 
“clean deal’ because the dealer 
merely makes the sale, writes the 
order and sends the bill while the 
manufacturer ships direct to the cus- 
tomer. The dealer has no investment 
in inventory and no warehousing 
or handling Cutting gross 
profit to a minimum to make the big 
sale may sound like a_ perfectly 
normal reaction. 


costs. 


How, then, does a dealer lose his 
shirt ? 

Charles Nathan, an articulate of- 
fice furniture dealer from New 
York, had a ready answer to the 
question during one of the seminars. 

The dealer's narrow margin can 
evaporate entirely in a number of 
unforeseen ways — service after the 
sale, returns of damaged goods, a 
misunderstanding on financing. 
Whose time and money is involved 
when a dealer has to provide a year’s 
guarantee on office machines? (Can 
you NOMDA members answer 
this?) Who pays the salary of re- 
finishers who touch up furniture 


damaged in shipment? Who signs 
the check when a manufacturer de- 
mands partial payment before tool- 
ing up for a large special order of 
furniture ? 
After 
variations on the 


these and _ other 

big deal,” Mr. 
Nathan returned to his theme, “It’s 
got to be a clean deal!” 

The dealer most likely to over- 
look some of the profit-cutting con- 
tingencies of a big sale is the small 
or medium-sized operator who is not 
accustomed to handling large orders 
of $20,000 or $40,000, A dealer who 
has regular experience with orders 
of this size will know better where 
to draw the line. But no dealer of 
any size can afford to butter up a 
big customer, spend weeks making a 
sale, lay his store's local reputation 
on the line and tie up his office 
staff with additional paperwork, all 
for the big sale that’s going to lose 
him money. 

Our question remains. Think of it 
the next time you're pricing a big 
order for furniture or machines. 

Is it a clean deal? 


listing 


Maceth OD Shivedy 








panels, a_ full- 
sized model store and an Ohio 
river boat cruise will be highlights 


seerpnining 


of the 34th annual International 
Convention and Trade Exhibit of 
the National Office Machine Dealers 
Association, 

The convention starts Sunday, 
June 21, at the Netherland Hilton 
Hotel in Cincinnati, Ohio. The final 
event on the four-day schedule will 
be the annual banquet and dance on 
Wednesday evening, June 24. 

Delegates will have 34 hours to 
inspect the merchandise of about 50 
manufacturers showing the latest in 
office machines, dealer aids and 
deals for dealers. 

PANELS. Two product lines with 
fast growing markets, copying ma- 
chines and dictating equipment, will 
be the subject of special panel dis- 
cussions conducted by specialists. 

A panel discussion of dictating 
machines, their market and how to 
sell them, will be conducted the 
afternoon of June 22 by James 
Marino of the American Dictating 


20 





member and director, is 


Machine Co. Serving with him on 
the panel will be Jerry DeJur of 
DeJur-Amsco Corp. and Art Han- 
rahan of North American Philips 
Co. 

Leading a discussion of copying 
machines the following afternoon 
will be David Sigler of Nord Manu- 
facturing Corp. and L. A. Swain of 
F. G. Ludwig, Inc. Both this dis- 
cussion and the one of dictating 
equipment will include a question 
and answer period. 

Members of the electric typewriter 
panel on the final afternoon of the 
convention will include George 
Plant of New York City and H. V. 
Williams of I. B. M. Corp. 

A June 23 panel sponsored by the 
manufacturers division will feature 
Henry Berry, well known store de- 
signer; George Stuart of Orlando, 
Fla., with advice for in-store sales; 
and James Hackney of Remington 
Rand. 

One of the most common of all 
office ‘‘machines,” the telephone, will 
be the subject of a June 22 luncheon 


gathering of the National 


Ed McHale, long time NOMDA 


charge of local arrangements 
for the Cincinnati convention. 





NOMDA Promises 


Office machine dealers of North America 
meet in Cincinnati June 21-24 for the 34th 
Office 


Machine Dealers Association 


This trophy, donated by Charles 
Meyers, NOMDA president, is 
one of a ber of hand e 
awards which will go to var- 
ious winners in the Associa- 
tion’s membership campaign. 
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CONVENTION PROGRAM 


Sunday, June 21 

9:00 A.M Manufacturer, distributor 
registration, 3rd_ floor 
foyer. 

10:00 A.M.— Dealer registration, 3rd 

floor foyer. 

Exhibits, model store 

open, 3rd and 4th floors. 

Directors meet, Parlor C. 

4th floor. 

9:00 P.M.— Exhibits close. 

Monday, June 22 


10:00 A.M 


1:30 P.M. 


8:30 A.M.— Ladies breakfast, Restau 
rant Continental. 
9:00 A.M.— Exhibits open, registra 


tion continues. 

Ladies meet in Parlor C. 

3rd floor. 

Luncheon, Pavilion Ca- 

price, 4th floor. Alfred 

Foxcroft, vice president 

chairman of the day. 

Welcome to Cincinnati 

with response by Charles 

Meyers, NOMDA presi- 

dent. 

Luncheon speaker, Charles 

Bury, “Telephone Tech- 

niques’, 

2:45 P.M.— Business session, election 
of officers. 

3:00 P.M.— Dictating machine panel. 

6:15 P.M.— Buses leave for wharf 
and for Ohio river din- 
ner cruise. 


10:00 A.M. 


12:30 P.M. 


1:45 P.M. 


Tuesday, June 23 


9:00 A.M.— Exhibits open, registra- 

tion continues, Idea 

Board and winning ads 

on display. 

10:00 A.M Ladies meet, Parlor C, 
3rd floor. 

2:00 Noon—Ladies leave for Alms 

Hotel luncheon and tour. 

Luncheon, Pavilion Ca- 

price, Paul McWilliams, 

treasurer, chairman of 

the day. 

Business session, report 


2:30 P.M 


1:30 P.M 


of by-laws committee. 


2:00 P.M Manufacturers division 
panel discussion. 

3:00 P.M Photocopy machine panel. 

1:00 P.M Directors meet, Parlor 


C, 4th floor. 

Exhibits open until 10 

P.M. 

Wednesday, June 24 

9:00 A.M Exhibits open. 

9:00 A.M.— President’s breakfast and 
local association work- 
shop for officers of 
locals, Parlor I, 4th floor. 

12:30 P.M.— Luncheon, Pavilion Ca- 
price. Edgar Noll, secre- 
tary, chairman of the day. 
Presentation of awards. 

2:30 P.M.— Electric typewriter panel. 

7:00 P.M.— Annual banquet and 
dance, Pavilion Caprice. 


6:00 P.M 






Henry Berry, store de- 
signer, will take part in 
the NOMDA program to 
tell how modern store 
arrangement can create 
sales. 





Charles Bury, speaker at the 
opening NOMDA luncheon, 
has a message on use of 
the most common office 
machine of all, the tele- 
phone. 








Mrs. Bessie Tash Kuhn, left, 
Cincinnati ladies chairman, 
and Mrs. Ruth Teschion, 
right, third president of 
Ladies of NOMDA, have ar- 
ranged an interesting sched- 
ule for the ladies. Assisting 
them as program chairman 
is Mrs. Marie White of 
Texarkana, Texas. 
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Heading up four profit-priming panels at the NOMDA meeting will be, left to right, L. A. Swain of F. G. Ludwig, Inc., photocopy 
panel; George Plant of Atlantic Typewriter & Adding Machine Co., New York, electric typewriter panel; James M. Hackney of 
Remington Rand, manufacturers’ division panel; and James P. Marino of American Dictating machine panel. 
talk by Charles Bury, nationally in display cases and lighting. This coming to fruition,’ said Charles 
known advocate of improved “Tele- is one of the biggest undertakings Meyers, NOMDA president. “I, for 
phone Techniques” for improved in the history of NOMDA and of- one, have been looking forward 
selling. ficers expect the model store will the day when we would erect sucha 
DISPLAYS. In addition to the do much to boost 1959 attendance to display for there is no question but 
colorful exhibit booths, delegates another record high. what every dealer in the country 
will have a chance to inspect a full- “This model store idea was would like to see what his store ne 
sized model interior of an office originally discussed several years ago should look like. \ a” 
machine store employing the latest and it certainly is good to see it (Continved on page 48) ion ie 
deas a 
that 
Ever 
« e has it: 
1959 NOMDA Exhibitors on 
hard-v 
(The presstime list given here is subject to later additions.) pays 
prom 
Company Booth Company Booth out. tl 
Adams Office Machines Co 18 Metropolitan Typewriter Co. .............45 8 simpl 
Aado-x Inc. ........ ....-65-66 Minnesota Mutual Life Insurance Co, ........ 44 cate, 
R, C. Allen Business Machines, Inc pre Monte Verde Industries ............ 3-4 No 
Alma Office Machine Corp. .............. 35-36 The National Cash Register Co. ........ 23-24-25 Neith 
American Dictating Machine Co Ro Nord Manufacturing Corp. .............. 37-38 can § 
American Geloso Electronics, Inc. ened 68 North American Philips Co. .............. 41-42 soluti 
EM cate iene nse snkacese ces 55-56 Olivetti Corp. of America .........050600% 16-17 them. 
LO EET COTTE ETT OTT TEE E TTT 10 EI akg si Warn Sb wiiie snes sae 9 of ac 
Burroughs Corp. ........ Seeatdeees 31-32 Regna Cash Registers, Inc. .............. ‘ann Ar 
Calculator Equipment Co. ......... .. 61-62 Remington Rand Div., Sperry Rand Corp .39-39A gettir 
eee funeeedeusane boas 45 Rex-Rotary Distributing Corp. ............ 19-20 every 
Neca we varesenevecice’ 57-58 Royal BMicBee Corp. ......scccccsncscesscnsn 1 prob 
DeJur-Amsco Corp. ............+eseses 28-2 Shipman-Ward Mfg. Co. ............+05: 33-34 struc 
Facit, Inc, ... 20.16. 0. seen eee e eee e eens 21-22 Smith-Corona Marchant, Inc. ..........-. 5-6-7 with 
Geiss-America aoe Ta ee eee 47 Speed-O-Print Corp. .............00000eee es 13 Som: 
General-Gilbert Corp. veeree ss 64 Switt Basiness Machines .......<6...6s<e005 51 smal 
ot ¢ ea ee Mirco ; A Sta meel 
UN EIR oo on dao kG 4 aS oS gene 81 . 
Heyer, Inc. cach une vn sre See a es a 60 Tiffany S : 26-27 may 
ee 30 ‘iffany Stand Company, fac. ... 2.06 202508 2 ap 
Inter-Continental Trading Corp. .......... 53-54 Torpedo-Werke Akt.-Ges jwaaw shied aele serene 43 B 
Lagomarsino, F.A.I. (Italy) ctwkin ae 52 Typewriter Distributors, Inc. .........-.++++ 46 stan 
F. G. Ludwig, Inc. .... ier 18 OO ee ee eee rrr rrr 10-11-12 mee 
ES EN ere rT 49 Victor Adding Machine Co. ............-+++5 2 q war 
ee Oe a ra 50 Widmer Time Recorder Go. ...........s-0d4 63 fun 
son; 
MODERN STATIONER, JULY, 1957 








ackney of 


Charles 
tL. ““L -for 
rward t 
ct such a 
stion but 

country 
is store 

















give you important clues to guide 
you in the wording and presentation 
of your message. If a man is angry, 
you shouldn't try to persuade him to 
a new way of thinking. If an audience 
lacks technical background, keep your 
vocabulary simple, your ideas elemen- 
tary. These rules are valid even when 
your ‘audience’ is an automatic tele- 
phone answering unit Researchers 
have found that some people exper- 











How Not 


to Be a Vocal 


tions is your own voice. 





Yokel 


The best advertising medium in many sales situa- 


Here are ways to im- 


prove this all-important personal advertising tool 


a may be the smartest man in 
your company, but it won’t do 
you much good if you can’t put your 
ideas across in clear, forceful language 
that holds attention. 

Every store, sales force or office 
has its quota of anonymous men and 
women. They're as intelligent and 
hard-working as anyone, but no one 
pays much attention to them. When 
promotions or invitations are handed 
out, they're ignored. The reason: they 
simply don’t know how to communi- 
cate. 

Nobody can read your mind. 
Neither your customer nor your boss 
can guess that you have the perfect 
solution to a problem unless you tell 
them. In short, talk is the best means 
of advertising yourself. 

And advertise you must, or risk 
getting lost in the shuffle. You talk 
every day of your life — discussing 
problems with customers, issuing in- 
structions to subordinates, chatting 
with co-workers, family and friends. 
Sometimes, you may have to address a 
small group, perhaps a committee 
meeting. On a few occasions. you 
may confront a larger audience from 
a platform 


your listeners’ 


But no matter what the circum- 
stance — a telephone call or a town 
meeting you can say what you 
want to without stumbling or 
fumbling, you will find your per- 


sonal popularity increasing, more 
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doors opening to you, bigger oppor- 
tunities coming your way. 

If you are something less than 
a good speaker, take heart. The art 
of talking can be learned. Winston 
Churchill didn’t know any more about 
speaking when he was born than you 
did. Neither did Demosthenes or 
Cicero or William Jennings Bryan. 
They merely mastered the 
techniques of speaking to a higher 
degree than anyone else in their time. 

To help you over the rough spots, 
here’s a 10-point program that will 
get you started on your way to the 
top. 

1. Tune in on your audience. Be- 
fore you start talking, ask yourself, 
“What's my audience’s background? 
What are they most interested in? 
What's their — or his — mood?” 
The answers to these questions will 


various 





ience a kind of ‘mike fright’’ because 
they haven't analyzed this particular 


audience, the telephone-answering de- 


vice. No need to Impress this aud- 
ience; all it wants is a name, phone 
number and the purpose of the call. 

2. Pause frequently. It gives you 
an opportunity to collect your thoughts, 
to indicate a break between ideas, to 
dramatize your ideas. A common fail- 
ure among untrained speakers 1s the 
misconception that every second must 
be crammed with words. Not so. 

3. Use the natural advantages of 
speech. One of the main reasons for 
using the spoken instead of the written 
word is that you can do things with 
your voice that you cant possibly do 
on paper. You can, for example, vary 
the pitch for emphasis, employ ges- 
your chair, 


tures, lean forward in 
pound a desk. 
4. Don’t worr) 
ciation. Don’t permit it to get sloppy 
or slurred, of course, but disregard 


about your pronun- 


minor imperfections. Pronunciation is 
only bad when it calls attention to it- 
self, thus detracting from the content 
of your words. This is true in a sales 
pitch, at an office meeting or on the 
telephone. 

5. Talk slowly. It gives you time to 
take good, solid breaths. Otherwise 
you risk failure of the voice, a condi- 
tion in which you sound breathless, 
shaky and weak. Furthermore, it gives 
you time to think of what you're 
going to say next and how to relate 
ideas, time to size up audience re- 
action. 

6. Look your audience in the eye. 
It boosts your self-confidence, adds 
conviction to what you're saying. If 
the audience is large, allow your 
eyes to wander around, looking now 
at one person, then at another. 

7. Don’t memorize. Memorizing a 
sales talk or speech will only create 
an additional fear of forgetting. If 
you do draw a blank, you're in real 


(Continued on page 48) 
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The unveiling of a “Pencil Queen”’ and 
an early spring Pencil Tree in a dis- 
play window were parts of the third- 
place winning entry from H. S. Crocker 
Co., Fresno, Calif. 


PENCIL 
iAT WILL DO 
ORE JOBS 
STTER FOR 


YOUee 


R-G Office Forms & Supplies, Gary, Ind., 
tied for third place with four others. 
Its display included the pencil-written 
diary of a Civil War prisoner. 






















Pencil Week 
Winners Named 


A many-sided promotion has won the top prize for a 
Florida dealer in the second annual Pencil Week contest 





The second place 
entry of Brosk Of- 
fice Supply, Ken- 
osha, Wis., includ- 
ed a window that 
stressed a variety 
of pencil uses in 
home, school, of- 
fice and industry. 





A drawing 
ing @ pen 
first prize 


Horder’ 
another 


Vi er 
d 

year v 
wide ] 
chandi 
Office 
water, 
The 
winni 
@’ 
Week 
news| 
ping 
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Vi erchandising pencils in a half 
' dozen different ways early this 
year won first prize in the nation- 
wide Pencil Week display and mer- 
chandising contest for the Ideal 
Office Equipment store of Clear- 
water, Fla 

These are the highlights of the 
winning entry: 

@ The store advertised its Pencil 
Week efforts in daily and weekly 
Newspapers, as well as in local shop- 
ping bulletins 

& The 
tised = da 


tore set aside and adver- 
question-and-answer 
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A drawing competition for store visitors and a window with cartoon figures show- 
ing @ pencil for every purpose were parts of the merchandising program that won 
first prize for Ideal Office Equipment, Inc., Clearwater, Fla. 





Horder's of Chicago won a third prize with an entry that dovetailed Pencil Week and 
another contest promoting their own brand of pencils. 


periods, to encourage the public to 
ask questions about pencils. Prizes 
were offered. 

@ The store sponsored a series of 
drawing contests for school children, 
art students and the general public. 
It provided drawing tools in the 
store to encourage competition and 
attract crowds of spectators. 

@ Pencil sharpeners were placed 


on counters strategically within the 
bins of unsharpened 
pencils of various degrees of hard- 
ness and color placed next to each 
encouraged 


store, with 


Placards 


sharpener. 


visitors to sharpen the pencil of their 
choice and test writing qualities on 
handy scratch pads. Signs encour- 
aged visitors to ask questions about 
pencils. 

@ The store prepared leaflets and 
brochures about pencils which wer 
enclosed as stuffers in outgoing store 
mail and 


counter. 


distributed over the 
@ Special briefing sessions wer 


conducted for the store's outside 
sales force. They were given sample 
kits of better grade and special pur 
pose pencils to distribute with the 
compliments of the 
area's purchasing agents 


“As a result of thes« 


store to the 


endeavors, 

the store said in a report accompany- 
ing its entry, “most people were sur- 
prised to learn there were so many 
different kinds of pencils on the 
market, and for so many varied pur- 
poses. As a consequence, we are al- 
ready looking forward to next year 
with even more claborate plans for 
Pencil Week.” 

To Mrs. Ideal 
Office first 
prize, an all-expenses-paid cruise for 
two to Nassau 


Lisa Pendley of 


Equipment goes the 


Winners were announced recently 
by Clyde T. Nissen, executive vice 
president of the sponsoring group, 
the Lead Pencil 
Association. 

The display and 


contest 


Manufacturers 


merchandising 
irom all over 
the country, Mr. Nissen reported. A 
significant fact was that most stores 
kept their Pencil Week displays for 
periods beyond the single week of 
the promotion, 23-28. 
Some kept their pencil displays as 


drew entries 


February 


long as eight weeks 
Second prize, a combination movie 


camera and projector, went to Mrs 


Earl Jornt, Brosk Office Supply, 
Kenosha, Wis 
Five who tied for third place 


received electronic wall clocks. They 
are Horder’s of American 
Printing Co., Galveston, Texas; R-G 
Office Forms & Supplies, Gary, Ind.; 
New York; 
Fresno, Calif. 


Chicago: 


Exchange Stationery Co., 
and H. S. Crocker Co., 

A surprisingly 
stores featured part of 
their Pencil Week efforts. One filled 
a large basket with pencils and asked 
the public to guess how many pencils 
the basket contained 


large number of 


contests as 
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Vernon Vallet, left, of Southern California Stationers, Los Chester A. Gowdey, left, of Newark receives trophy as Out. g. L. Wehr 
Angeles, is congratulated by Edwin Eriksen, Toledo, after his standing Furniture Salesman of 1959 from Melvin Levin, re. show new 
election as NOFA president. tiring NOFA president. & Supply 
NOFA Show Most Colorful Yet |. 

in one 

markets 

osts of 
In the sunny setting of Miami Beach, dealers saw the newest products avail- aa 
able and heard hard-hitting talk on dealer-decorator relations and other ot po} 
subjects. Here are news, pictures, and profit hints from the 13th an- tion ag: 
nual Convention-Exhibit of the National Office Furniture Association shop bad 
manufac 
These V 

Lewis, 
pinger | 
§ bie shrinking world of the jet national convention in California public relations and the Association James ¢ 
age, a realistic view of decorator early in the 1960s. bulletin. facture! 
dealer relations and the growing im- Vernon Vallet of Southern Calif- The area of dealer relations with, An 
portance of marketing in the nation’s ornia Stationers, Los Angeles, is the and competition from, interior de ducted 
economy were among the important new NOFA president, succeeding corators, designers and architects was of Mic 
subjects covered at the 1959 Con- Melvin L. Levin, Business Equip- a major topic at several of the con- ceded t 
vention-Exhibit of the National Of- ment Corp., Boston. vention sessions. Harry Martin of to the 
fice Furniture Association held in Vice presidents who will serve Paul McCobb Associates, New York, at Phi 
May at Miami Beach, Fla. with Mr. Vallet during the coming explored the subject in detail at an year's 
Close to 200 exhibits, in the most year are James C. Hearn, manufac- office furniture management clinic of La 
colorful setting of any NOFA show, turers representative, Atlanta, Ga.; He urged dealers to keep in closer Thomy 
offered dealers a one-stop view of R. P. Lewis of R. P. Lewis Co., touch with decorators and architects, stormi 
many new designs, new uses of color, Flint, Mich.; George L. Stuart of to keep alert to design trends and ventio 
new office accessories and new com- George Stuart, Inc., Orlando, Fla.; have available the lines that interior Joh: 
binations of metal, wood and plastic and C. L. Pettibone of The B. L. designers need to do their jobs right. Marsh 
- all aimed at helping dealers ‘‘sell Marble Chair Co., Bedford, Ohio. If dealers scorn the new lines, Mt. honor 
a better way of living while you're Edward A. Tyre, All-Makes Office | Martin indicated, they should not Mr. O 
working.” Furniture Service Co., Chicago, con- find fault with designers who then Other 
Californians, who were well rep- tinues as treasurer and John R. Gray deal directly with manufacturers. aoe 
resented, found a warm reception at remains executive director at As- Keynote speaker Walter N. Johe- a 
the Florida meeting. A Californian sociation headquarters in Chicago. son of Capital Airlines impressed a 
was elected president of NOFA and The business meeting brought en- NOFA delegates with the fact that a 
plans were discussed for holding the = couraging reports on membership, the jet age will bring many changes, ody, 
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& Supply Co., Syracuse. 


shrinking the country by 40 percent 
in one year, eliminating regional 
markets and probably reducing the 
osts of distribution which make up 
more than half of the cost of most 
merchandise 

A popular feature of the conven- 
tion again this year was the work- 
shop meeting, one each for dealers, 
manufacturers and representatives. 
These were presided over by R. P. 
Lewis, Michigan dealer; J. M. Ep- 
pinger of B. G. Mesberg Corp.; and 
James C. Hearn, Atlanta, Ga., manu- 
facturers representative. 

An all-day Sales Institute, con- 
ducted by Dr. Joseph W. Thompson 
of Michigan State University, pre- 
ceded the convention. It was similar 
to the sales clinic held a year earlier 
at Philadelphia. Chairman of this 
year's clinic was Dale J. McKnight 
of Lackawanna Leather Co. Dx. 
Thompson also directed a 
storming 
vention. 

John S. Marshall of the John A. 
Marshall ¢ Kansas City, Mo., was 


brain- 
session during the con- 


honored at the annual banquet as 
Mr. Office Furniture Dealer of 1959. 
Others nominated for the award 
were Leonard W. Bruhn, Racine, 
Wis.; Lawrence Blank, Miami; Dale 
Fenton, Stiliwater, Okla.: Gerald L. 
Hall, Ch and Lester C. Pea- 
body, Bos 
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g. L. Wehner and Walter T. Keller of Cramer Posture Chair Co. 
show new utility stool to C. G. Woodruff, Woodruff Equipment 





Looking over c 


A new trophy, for the Outstand- 
ing Office Furniture 
the year, was presented to Chester A. 
Gowdey, Jr. W. D. Wood Co., 
Newark, N. J. The other finalists in 
this competition were John R. Castel- 
lano, New Orleans; Seymour E. Harris, 
Washington, D. C.; John F. Healy, 
Providence, R. I.; David E. Linn, 
Miami; and James P. Massery, Little 
Rock, Ark. 

The B. L. 


Salesman of 


Marble Chair Co. re- 


ceived the trophy for best carrying 
out the theme of the exhibit. Charles 
L. Pettibone accepted the award for 
which has an exhibit which 


Marble 





line of coat and hat racks are Robert B. 
Gibby, Desks, Inc., and R. A. Magnuson, Vogel-Peterson Co. 





R. P. Flint, Mich., 


Lewis, 
cussion on a variety of subjects during 
the Dealer Workshop. 


“Everyone selis service, but few gi 
it,”” says Walter Johnson of Capital A 
lines in his keynote speech to NOFA. 


guides dis- 
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was judged to be “symbolic of the 
jet age by its simplicity of design 
and streamlined effects.” The theme 
of the convention was ‘‘Selling in the 


Jet Age.” This trophy is awarded 
annually by NOFA’s public relations 
counsel, Arndt, 


Preston Chapin, 


~ 


Two Florida dealers, C. L. Williams of Williams Stationery in 
Sarasota and J. P. Drane of Drane’s in Sebring, discuss office 
chairs with William K. Clark of Hamilton Cosco, Inc. 
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Dr. Joseph Thompson, 


at the chalkboard, discusses selling 


theories at the Sales Institute which preceded the NOFA con- 


vention. 


Talking business at the Monarch exhibit are H. M. Gutterman, Monarch Furni- 
ture Co.; and Jack F. Murphy and R. W. Van Kirk of Van Kirk-Staley-Murphy, 


inc., Cleveland. 


Lamb & Keen, Inc., Philadelphia 
Lehigh Furniture Corp. received a 
NOFA trophy for its exhibit. 
Highlights of the entertainment 
program were a water show in the 
Fountainebleau pool, the singing of 
Gretchen Wyler and the humor of 


facturers 
exhibit. 


representative, 


emcee Sammy Shore at the annual 
banquet. 

The 1960 NOFA  convention- 
exhibit is scheduled for Atlantic 
City, New Jersey, instead of New 
York City as had once been 
considered. 





John Gillette, Delta Products, Bernard Lubin of Lubin Office 
Furniture Co., New Haven, Conn., and Martin Moldow, manu 
literature at the Delto 


examine 
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OFFICE FURNITURE TRENDS 

Design is influencing sales as never before, 
NOFA dealers were told. Because the corporate 
ego wants to be identified with good interiors, 
there is a mew concept in offices that combines 
public relations and employee relations. It’s sum- 
med up in the saying, “A title on the door deserves 
a carpet on the floor.” There is at present a great 
awakening in commercial furniture lines, as op- 
posed to decorator lines which turned some time 
ago to lighter scale, versatile components and 
new color combinations. A dealer can ignore these 
changes only at his own risk — the changes will 
be welcomed by decorators and architects. 


DECORATOR COMPETITION 

“If you can’t lick "em, join ’em,” was the advice 
given by Harry Martin of Paul McCobb Associates. 
Growing competition from decorators, professional 
interior designers and architects is here to stay 
and there is need for more communication be- 
tween the designers and the office furniture deal- 
ers. A dealer can have designers and even archi- 
tects on his staff if he wants to sell the ‘whole 
package,” but the very least he should have is a 
working agreement with a free lance designer. In- 
terior experts don’t want to be in the furniture 
business and architects get into it only when 
forced by dealers who do not stock merchandise 
for the new design-conscious market. It’s up to a 
dealer to show both designers and clients that 
he has access to the lines they want. 


SPECIALIZATION 

Multi-department dealers, for the most part, 
Say it takes separate sales forces to sell furniture, 
machines and commercial stationery. In some 
cases this specialized selling policy is flexible for 
smaller accounts where one person does all the 
buying. On larger accounts, even though one 
name appears on all purchase orders, there usually 
ire other people who are the main contacts for 
lifferent purchases. 
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Profit Hints 





SERVICE CHARGES 

Don’t underprice your service, said Harry Mar- 
tin of Paul McCobb. If you offer professional 
designs and decorating, you must charge accord- 
ingly for the plans. V. L. Caldwell, John Wana- 
maker Co., agreed, “We're underselling service; 
we give something away too often that others 
charge for.” There was no unanimity at the dealer 
workshop on what services to charge for. One 
said “no free service.” Another said his service 
department never shows a profit but he feels it’s 
good advertising. The question remains: whether 
to charge and what to charge for a call to fix a 
sticky drawer four months after the sale. 


SALESMAN COMPENSATION 

Many of the dealers indicated they cost each 
sale in order to pay a percentage of the gross 
profit as the salesman’s commission. One dealer 
simplifies this system by using average costs in 
three brackets for sales under $50. For salesmen 
of one department who supply leads to another 
department, one dealer pays 25 percent of the 
earned commission for an arranged demonstration 
or interview, nothing for a simple tip or sales lead. 
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EIGHT DIFFERENT BUSINESSES 

Office furniture is distributed in a number of 
ways and each dealer has to decide for himself 
which ways are for him. Arthur S. Lowell of Hill- 
side Metal Products, Inc., told the manufac- 
turers’ workshop the eight different businesses 
are floor sales, outside sales, interior designing, 
contract business, school business, used furniture, 
mail order business, and government specification 
business. 


OFFICE MACHINES 

People in new offices pick their furniture first 
and then their machines, dealers were told. Charles 
Meyers of the National Office Machine Dealers 
Assn. suggested to NOFA members that they 
could earn plus profits by including machines in 
the office package they sell. He said there are 
many good franchises available and he listed a 
number of advantages in selling office machines 
— the product can be carried and demonstrated, 
stock takes less space than furniture, manufac- 
turers help with strong advertising programs. 
George Stuart, chairman of the NOFA convention, 
added the comment that in his experience operat- 
ing costs are lower and profits higher for a ma- 
chines department than for an office furniture 
department. 


OFFICE IN THE HOME 

Another brainstorming session was held this 
year on how to sell more office furniture for the 
home. Among the new methods suggested were: 
follow up on briefcase sales; check the late-burning 
office lights for prospects; use special mailing 
lists of professors, traveling men and other likely 
groups; check building permits and work with 
architects; do a better public relations job with 
women’s groups which include many executives’ 
wives; sell the office-in-the-home as an escape 
from television. 


FIVE-YEAR FORECAST 

Too many mistakes are made by people who say 
“my business is different’ because these peopl: 
will not accept change. Walter N. Johnson Jr. 
of Capital Airlines told NOFA delegates in his 
keynote speech to be ready for these changes if 
they want to sell in the jet age: more products to 
sell, more customers to sell to, more inflation, nev. 
materials, more competition. He said to watch for 
changing customer attitudes — people will be less 
conservative and more self-indulgent (aboyt stylish 
furniture, for instance) There will always be a 
premium on ideas because selling is a “people” 
business that can’t be done electronically. New jet 
aircraft shrink our nation 40 percent and this, he 
said, should revise the 59 percent of the cost of 
our merchandise which goes for distribution. Soon 
there will no longer be regional markets. 


CLOSING SALES 

Four general methods of closing sales were 
described by Dr. Joseph Thompson at the NOFA 
Sales Institute. A ‘balance sheet close’ involves 
listing in writing or orally the reasons why a pros- 
pect should buy and the reasons why he should not 
buy. The “user close’’ consists of naming satisfied, 
past customers. “Buildup closes’ can include a 
summary of benefits, a series of affirmative res- 
ponses, or an emotional trap. The fourth general 
method, a “clincher close,” implies the consent 
of the prospect and jumps to the next question - 
terms, time of delivery, choice of color, etc. 


SALES MANAGEMENT 

“Management is the weakest link in the dis- 
tribution chain,” Dr. Thompson told NOFA mem- 
bers. “It has a moral responsibility to create a 
climate in which salesmen can sell.” Creating this 
climate includes training salesmen to react 
properly to different selling situations. Salesmen 
can be trained, for example, to sell two different 
price lines of the same product without making 
derogatory remarks about the lower priced item. 
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Dr. Cross, a professor at the New 


York Unive School of Retailing, has 
een named new Dean of the School of 
Business Administration at the University 
f Hartford, Connecticut, effective August 
His helpful comments on various as- 

of merchandising will continue to 
ppear in these pages. 


; 


Q" of the most exciting words 

in our lives these days is 
automation.” We hear it spoken 
with admiration, with awe, and 
sometimes with disgust. No matter 
how we feel about it, we cannot 
help wondc ring how its coming will 
affect all of us in our businesses and 
in our private lives. 

As stationers and office equip- 
ment dealers, we can see the pos- 
sibility of automation affecting us 
in at least two distinct ways. First 
we wonder how we can make use 


Of it in our own merchandising and 
distributis )perations. But perhaps 
‘ven morc important to us is the 
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automation and you 





Stationers are caught “right in the middle” of 
the upsurge in use of automation, observes Dr. 
Cross—and he says it’s “a magnificent opportunity” 


by Gordon B. Cross, Ph.D. 


Consulting Editor 


possible impact on our sales which 
may be caused by the use of auto- 
matic equipment by our customers 
and potential customers. 


Difficulties in Applying Automation 
in Retailing 

Production industries are moving 
faster toward the realization of auto- 
mation than are the distribution in- 
dustries. Production is basically a 
single-flow process in which mater- 
ials are kept flowing toward a fin- 
ished product. Retailing is much 
more complex in that it involves 
bringing together a flow of goods 
and a flow of customers. We can 
apply automatic devices to the 
movement of a flow of merchandise, 
but the flow of customers cannot 
be controlled so readily. It seems 
evident, therefore, that a completely 
“push-button” store will not become 
a reality until somebody invents 
“push-button” customers. 

Automatic devices can, however, 
be used to help us do a better and 
less expensive job of getting mer- 
chandise to our customers. Let’s take 
a look at some of the reasons why 
industries in general install auto- 
matic devices and examine their use 
to determine what benefits can be 
derived therefrom 

The reasons for installing auto- 
matic devices, or machines of any 
sort, fall into three classes — some 
devices are installed for the pur- 
pose of reducing operating costs im- 
mediately; some devices are intended 
to be used as management tools to 
aid managers in making decisions 


which will increase sales volume or 
which will produce greater profits; 
some are intended to be used as 
management tools with the hope and 
belief that they will lead to expense 
savings later. 


Areas of Possible Use in Retailing 

Specific possibilities for using 
mechanized or partially mechanized 
devices in retailing include the fol- 
lowing areas: 

1. Floor audit and sales register 
audit. 

Simplified saleschecks. 
Conveyor systems. 

4. Self-service selling devices. 

5. Merchandise control systems. 
6. Payroll systems. 

Accounts payable systems. 

8. Accounts receivable systems. 

9. General accounting. 

It is interesting from the sta- 
tioners’ point of view to note that 
most of these areas are the ones in 
which many kinds of stationery sup- 
plies and office equipment are cur- 
rently being used. It seems certain, 
therefore, that as retailers and other 
businessmen change from manual 
to automatic or mechanical devices, 
there will be a change in the demand 
for many of the products which we 
sell. Let’s take a closer look at some 
of the possible uses 
above. 


mentioned 


Selling-Floor Devices 
There has been a long-time trend 
toward simplified selling of one 
kind or another. Included here are 
the obvious devices such as self- 
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service displays, check-outs, and 
yending machines. There is no rea- 
son why we should expect a lessen- 
ing of this trend. 

Another aspect of this phase of 
selling is the trend toward greater 
simplicity in recording sales. We 
are moving in the direction of com- 
plete coordination between sales 
register, punched price tag reading, 
and taped recordings of the entire 
sales and merchandising process. 
There are implications here that 
many forms which have previously 
been used for record keeping will 
no longer be required. 

Many attempts are being made to 
devise systems which will eliminate 
saleschecks altogether. Wherever 
this seems impractical, there is a 
tendency to work toward the adapta- 
tion of punch cards as sales checks. 
Their use permits a more rapid sum- 
marization of sales data. 

The punch card sales check and 
the punched price ticket are being 
used as the foundations of unit con- 
trol records which are to be main- 
tained on cards or on tape. Here 
again, speed and cost of assembling 
data is the force behind the in- 
creasing popularity of such systems. 


Merchandising Devices 

The invention of mechanical and 
electronic merchandise control sys- 
tems has opened a whole new world 
for the buyers and merchandise man- 
agers in retail stores. Not only can 
merchandise managers get informa- 
tion more quickly and less expen- 
sively than ever before, but they can 
get much more complete and ac- 
curate information. Many large re- 
tailers today process their data at 
night so that each buyer can have a 
complete picture of his sales and 
inventory positions every morning. 
This is a far cry from the periodic 
checks used in inventory control in 
the past, and the improvements 
realized in the areas of markdowns 
and stock turnover have been very 
dramatic, 

In the variety stores, where the 
inventory control problem is very 
complicated, there is a definite trend 
toward the use of automatic reorder- 
ing for staple merchandise. Much of 
this is being accomplished through 


32 


the use of punched cards. The result 
is that many order forms have been 
eliminated or their use has been 
greatly curtailed. 

Another 
reaching significance is the growing 
use of 
Trends” 


development of  far- 


Preferencc 
by ready-to-wear retailers. 
The idea in this technique is that 
sales of merchandise will be tabu- 
lated by item characteristics as well 
as by style number. Through its use, 
the merchant may find the sales 
trend in V-necks, flare skirts or any 


“Customer 


other characteristic of his garments. 
This system involves the use of much 
more elaborate data-processing pro- 
cedures, but it has already become 
standard operating procedure for 
many large chain and department 
stores. 


Material Handling Devices 

Much of the progress which has 
been made in the use of automation 
in retailing as well as in the pro- 
duction industries has been in the 
field of materials handling. This de- 
velopment is not especially impor- 
tant to us in our roles as suppliers 
of equipment. We may have interest, 
however, in its use in the handling 
of stocks of goods. The semi-auto- 
matic warehouse, activated by punch 
cards or by dialing devices, is a 
reality today, Where the volume of 
merchandise handled is large, dra- 
matic savings in labor costs have 


been realized. This stage of the 
retail process, though furthest 
developed, may have little im- 


portance to stationers at the present 
time. 


Errors in Adopting Automation 

Many errors are being made and 
will be made concerning the use of 
automation in all industries. These 
errors fall generally into two classes. 
First, there will be many who will 
move too rapidly into the use of 
automatic devices and will thereby 
incur costs which may not be re- 
covered for a long time, if ever. 

Then there will be those who will 
adopt a “wait and see’’ attitude and 
may wait so long that they suddenly 
find that their methods have become 
so antiquated that they can no longer 
meet competition. Somewhere be- 


tween these two extremes lies , 
course which will be profitable ang 
which will keep the business enter. 
prise on a par with its competitors, 


Implications for Stationers and 
Office Equipment Dealers 

We like to call ourselves 
“modern” stationers. If we are truly 
modern, we must be able to serve 
customers who are also modern, Just 
as the typewriter replaced the pen 
and the adding machine replaced the 
pad and pencil, so also are modem 
data-processing machines replacing 
many familiar business machines of 
only yesterday. 

There seems to me to be an alarm. 
ing trend toward direct manufac. 
turer-to-user distribution in many of 
the modern data processing devices, 
and also in the supplies which are 
needed to keep them running. In the 
past, stationers have been able to 
make transition from one type of 
merchandise to another. One of the 
most important questions of today 
is whether we will succeed in be- 
coming the distributors of the de. 
vices of an automatized business 
society. 

It seems that we must find a way 
of making this transition if we are 
going to take full advantage of our 
future potential. We are emerging 
from the experimental stage of auto- 
mation into a time when there will 
soon be a much wider market for 
these devices. If this business is to 
flow through our establishments, we 
must prove that we can do an effi- 
cient job of performing the distribu- 
tion function. Specifically, we must 
examine our margin requirements on 
new installations as well as on the 
supply business which will be avail- 
able on a continuing basis. We must 
examine our abilities to provide ser- 
vice for the increasingly complicated 
devices. We must prove to the manu- 
facturers that we can sell their goods 
more economically than they can do 
it for themselves. 

We are in a trend toward a real 
upsurge in the use of automation. As 
stationers, we are caught right i 
the middle of it. It is a real 
challenge. If the challenge is met, 
we have before us a magnificent 
opportunity. 
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Roneo 750——the world’s most advanced duplicator. 


Built for long runs at speeds to 180 copies per min- 


ute. Will produce printing press quality text and 


halftones. Sell the duplicator that is easy to dem- 


onstrate—it's fully automatic and absolutely clean. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


Do you 
train sales people to sell 
your competitor’s 


stock? 


Many pen dealers do 
—and here is how it’s done 


You hire an alert, aggressive salesman. You explain the vari- 
ous lines of fountain pens in your store—the merits of each one. 

The salesman learns— and when Mrs. Shopper comes in 
looking for a pen, he tries to sell her one of these brands. He 
does a good selling job. 

But—does he make the sale? NO!—in too many cases! 

Your prospective customer merely thanks Mr. Salesman 
after he has spent his time and your money showing her X 
Brand—and out she goes to the discount house down the street 
to make her purchase! 

No prospect — no sale — no profit! 

Parker Franchised Dealers tell a different story. Their 
clerks feature, recommend and display Parker Pens. And 
you'll sell Parker Fountain Pens—a lot of them. pe Roneo 750 —a 

So it does pay to feature the Parker line in your advertis- 
ing. Display and sell the Parker line in your store. Support 
the Parker Franchised Dealer Plan. Fountain pen shoppers 
become your customers. Your salesman makes the sale... 
you make the profit. You don’t spend your time training clerks 
to sell pens for competitors. 


—_—_—_—_—___ 





¢ The Parker Pen Company 


COPYRIGH Y c> THE PARKER PEN COMPANY, JANESVILLE, WISCONSIN, U.S.A | 





TORONTO, ONTARIO. CANADA 
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Dealers Attend Annual 
Bainbridge Profit Clinics 


In celebration of its second anniver 
sary, Bainbridge-Maryland, Inc., of 
Baltimore sponsored a Profit and Sales 


Clinic May 16 at the Emerson Hotel. It 
was attended by a large number of sta- 
tioners and office supply dealers of the 
Penn-Mar-Va_ region. Their host 
Arnold W. Johnsen, vice president and 
general manager of Bainbridge, Mary- 
land. 

The sales clinics of Bainbridge-South 
ern at Charleston and Bainbridge-Mary- 
land have now been established as annual 
events. 

The Baltimore program included a wel 
come from Mortimer H. Chute, president 
of Bainbridge, Kimpton & Haupt, Inc.; 
an address on “Inventory Turnover vs 
Gross Profit’ by Dave Kittredge, eastern 
sales manager of Paper Mate Co.; a dis 
cussion of “Profits from Record Storage 
Filing Equipment” by Folger Fellowes 
president of Bankers Box Co.; and a talk 
entitled “What a Line!” by Herb Sher- 
man, president of Print-O-Matic Co 

Other speakers were G. M. Reisch- 
man of LePage, Inc., and W. A. Thomp- 
son, sales manager of Oxford. 

In his welcome to dealers, Mr. Chute 
gave a brief breakdown of the factors in- 
volved in making profits: 

P—Purchasing 

R—Reduction of Costs 

O—Organization 

F—Fair Dealing 

I—Inventory 

T—Turnover 

S—Service 


East Coast NOMDA 
Regional Is Oct. 25-27 

The East Coast Regional Office Ma- 
chine Dealers Association has scheduled 


was 


its 1959 convention to run from Sun- 
day, Oct. 25, through Tuesday, Oct 
27, at Grossinger’s New York resort, 


according to Edward 
gional president. 

The fourth regional meeting for the 
Eastern group is expected to draw mem- 
bers from New England, Philadelphia, 
Baltimore, Washington, Pittsburgh, New 
York State and Canada. 

Major topics to be covered  in- 
clude “Dealer-Manufacturer Relation- 
“Merchandising Store Fronts and 
Interiors,” “More Profits in Supplies’ 
and “Diversification in the Office Equip- 
ment Industry.” Current and future of- 
fice equipment trends will be discussed 
to provide members with a broad pic- 
ture of the industry. 
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People and Events 


PRESSTIME NEWS 


A back-to-school kit of six advertising mats, local news releases and other 
free materials is being offered to retailers by the Paper Stationery & Tablet 
Manufacturers Assn. The promotional aids, designed primarily for use in August 
and September, can be obtained by writing to the Association at 444 Madison 
Avenue, New York 22, N. Y 


> > a % 


FOREST G 
announced 


BEAL of Beal Office Supply & Furniture Co., Wichita, Kansas, 
recently that his company had purchased the entire stock of office 
supplies, office furniture and fixtures of Duke, Inc., Wichita. In addition to 
adding the Duke inventory to the Beal stock, he has added 3,800 square feet to 
his building, three new employees and a new 50 by 140 foot store parking area. 


+ % * % 


JOHN L. HaGeNn of Seattle, Wash., and Scorr H. WATERS of Portland, 
Ore., recently formed an organization to represent and distribute products manu- 
factured for the office equipment industry. Their firm of manufacturers repre- 
sentatives, to be known as Hagen & Waters, will have its main office, warehouse 
and display room at 212-214 3rd Ave. So., Seattle 4, Wash. A sales office will 
be maintained at 1633 N. W. 21st Ave., Portland 9, Ore. A number of lines 
will be displayed and dealers will be urged to use the showroom as though it were 
their own. The operation will Washington, Idaho 
Alaska and British Columbia 


cover Oregon, Montana, 


2 By * % 


New president of the Boston Stationers’ Association is WILLIAM GREELEY 
of Greeley’s Stationery Co. He ARNOLD SHULKIN of Abbott-Allen 
Stationery Co. 


suc ceeds 


% % q * 


ANDREW J. BARBER and PHiLip T. ALDRICH announce that they have pur- 
chased all the outstanding stock of the Ohie Chair Co., Youngstown, Ohio. 
There will be no change in dealerships as a result of the change in ownership 
Manufacturing operations, which had been transferred to Michigan, have been 
returned to Youngstown and Mr. Barber says this and other changes will enable 
the company to make prompt deliveries and ensure better quality control 


* * % * * 


Recent deaths in the industry include those of Mrs. EVELYN AGNES LAIRD, 
president of Laird’s Stationery, Inc., Oakland, Calif.; FRED POWLEY, merchandise 
manager of Eureka Specialty Printing Co.; and WILLIAM C. HorRN, 50-year 
president of W. C. Horn, Bro. & Co., Newark, N. J 


* * oe * % 


RAYMOND P. Lewis, JR., sales manager of the R. P. Lewis Co., Flint, Mich., 
has been elected vice president of the Michigan Stationers Association Division of 
the Michigan Retailers Assn 


* % * * * 


WENDELL E. ADAMS, vice president of ZCMI, has been elected to head the 
Retail Merchants Bureau of Salt Lake City. The immediate past president is Jack 
Pembroke of Pembroke's 


Reorganization of the W. A. Sheaffer Pen Co. marketing staff into retail, 
wholesale and specialty divisions has been announced. E. F. BuRYAN, marketing 
vice president, announced the reorganization will “allow the company to com- 
pete more aggressively in the popular-priced writing instrument field and enable 
it to give stronger and more specialized emphasis to its higher-priced products 
through selective distribution.” 
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Mr. Paul Anderson, Jr., Vice President of Paul Anderson Co., San Antonio writes: 


“We are selling twice as many magnifiers since we put these 
B&L displays on our counter. They get the product out in 
front of our customers—make it easy for them to try, and 
once they do, we ring up sales. Most everyone can use a magni- 
fier and these displays let them know we've magnifiers to sell.” 


faut Cudessin Se. 


Put these eyecatching displays to work in 
your store and enjoy plus profits. Surveys 
show average turnover of magnifiers is 4 times 
a year—selling B&L magnifiers, this means a 
full 40% margin with a 4 time per year turn- 
over—a mighty fine profit for your store. 
Write to us today for the full details. 

Bausch & Lomb Optical Co., 

Rochester 2, N. Y. 


BAUSCH 6&6 LOMB 


LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 


MAGNIFIER SALES DOUBLED bof 


in Texas Store oT 
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ANY WAY YOU SLICE IT, 


America’s best-selling mark- 
ing pencil is Listo! And no 
wonder, for Listo writes 
smooth and sure on cello- 
phane. On metal. On anything. 
Better make Listo a best-seller 
for you! 









Sell ’em over and over 
—with Listo refills! ‘seseuuagad 


SAT 10 2080! 80 meaty; 


Six look-alive colors. 
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Globe-Wernicke Listed 
On N. Y. Stock Exchange 


R. Herman Hammer, president and 
general manager of The Globe-Wernicke 
Co., Cincinnati, principal subsidiary of 
Globe-Wernicke Industries, Inc., Toledo 
announced the corporation's common 
shares were admitted for public trading 
on the New York Stock Exchange May 
20, under the symbol GWI. 

Among those attending the listing 
ceremony in New York for the 77-year- 
old company were William D. Hahn, 







And Rogersnap IS the good word if 
you are seeking the solution to 
increased sales and profits in your 
stationery department. Rogersnap 
Carbon Second Sheets and Business 
Forms in the exclusive time-saving 


*Registered 


president of Globe-Wernicke Industries, 
Inc.; Leroy E. Eastman, chairman of the 
board; and G. Keith Funston, New York 


Stock Exchange president. 


The 1958 Globe-Wernicke annual re- 
port indicated an authorized capital 
stock structure of 1,500,000 common 
shares, of $5 par value, and 2,580 
holders. Listed for trading May 20 were 


884,525 common shares 


Wholesale Stationers 
To Present Awards 


An awards program is being in- 
augurated by wholesale stationers to 


WHAT'S 
THE 


BP OGERSNA 


TRADEMARK ® 


*Flip-Out Dispenser Box are an 
essential requirement for up-to-date 
business systems. 

Your customers will appreciate the 
service you offer them by stocking 
Rogersnap. 

Write for complete information 
on how to snap up sales with 
Rogersnap. 


ae OCERSN® 


TRADEMARK ® 


P. 0. BOX 10425 - DALLAS, TEXAS 


- - - for more details circle 142 on last page 


recognize manufacturer contributions to 
the manufacturer-wholesaler-retailer te. 
lationship in the stationery industry, 

Announcement of the program was 
made by the executive committee of the 
office supplies and equipment whole 
salers division of the Wholesale St. 
tioners Association (WSA) 

An award will be made each year to 
three manufacturers whose contributions 
have been judged outstanding. Nomin. 
tions for the first annual set of awards 
must be submitted no later than Septem. 
ber 30, 1959. Bronze plaques and cer 
tificates will be formally presented t 
the first winners at an appropriate cere. 
mony early in 1960. 

Factors in the judging will be th 
manufacturer's advertising program, sales 
policy, provision of an adequate grOss 
margin, and adoption of WSA “ground 
rules for packing and packaging sta 
tioners products.” 


Midwest Office Systems 
Workshop-Exhibit Planned 


The first annual Midwest Systems 
Workshop and Exhibit, a cooperative 
undertaking by leaders of business and 
industry and of the armed forces, will be 
presented July 29-31 in the Armory at 
Waukegan, IIl. 

Morning workshop sessions will be 
conducted by experts in various spec 
ialized fields of office and paperwork 
procedures. The exhibit will include 
office appliances, machinery and equip 
ment, electronic processing devices 
record systems, marking and _ recording 
systems and other requisites for solving 
paperwork problems. 


California Group Plans 
Western Stationery Show 

The first annual Western Stationers 
Show is being planned for 1960 by the 
Stationers Association of Southern 
California. 

A three-day exhibit at the Biltmore 
Hotel, Los Angeles, will be held on 
Friday, Saturday and Sunday, March 4 
through 6, 1960. 

The sponsoring group says it antici- 
pates enthusiastic attendance from sta 
tioners and their sales people from 11 
Western states. 

Recently elected president of the 
Southern California group was George 
Gilfillan of A. C. Vroman, Inc., Pasadena. 
Dean Despie of E. P. Wilmer Co. was 
named vice president 


Heyer Name Changed 

One of the oldest firms in the office 
equipment field has changed its cof 
porate name from The Heyer Corpora 
tion to Heyer Inc. Ownership and active 
management of the company remains @ 
the Heyer family, as it has since 
founding in 1903 by Theodore A. Heyes, 
who died last year at the age of 8 
Arthur J. Heyer, son of the founder, 
is president and T. Reeves Heyer, Bi 
brother, is vice president and treasurer. 


MODERN STATIONER, JULY, 1999 











Wi 
Re 


Cc 
Re 


Al 


No 

Reg 
bus 
wal 
fro 
ant 
con 
cus 





tions to 
ailer fp. 
ustry, 

fam was 
€ OF the 
: whole. 
sale Sty. 


year to 
ributions 
Nomina. 
F awards 
Septem. 
and cer 
ented te 
ate cere. 


be the 
am, Sales 
te gross 
“ground 
ing sta 


Systems 
/perative 
1eSs and 
will be 
mory at 


will be 
IS spec 
perwork 
include 
1 equip 
devices 
-cording 
solving 


ationers 
by the 
outhern 


iltmore 
eld on 
farch 4 


antici- 
ym sta- 
rom 11 


of the 
George 
sadena. 
0. was 


- office 
is COFr 
orpora- 
active 
ains in 
ice its 
Heyer, 
of 84. 
under, 
er, his 
suref. 












_— aidan tesa ee — 








With 3 great plants from coast to coast... 
Regency Thermographers can : 
produce and deliver 

Commercial and Wedding | 
Raised Letter Printing orders ‘ 




























ANY TIME, ON TIME, EVERY TIME! 


No matter where you are, no matter how large or how small your order... 


Regency GUARANTEES you 48-hour processing on every kind of social or 
business stationery. The Flower Wedding Line lets you offer all of the most 
wanted wedding styles . . . exclusive new scripts ... fine papers ... everything 


from informals and shower invitations to formal invitations and 
announcements. The Regency Catalog makes the country’s largest, most 
complete selection of Business and Personal Stationery available to your 
customers. And you get a full 50% discount on both lines! 


a) 
Write today on your own letterhead for (FRE ae 


@ REGENCY BUSINESS STATIONERY CATALOG they "© be a 
@ NEW FLOWER WEDDING LINE CATALOG ~~ **""" 4 j 
@ SMART NEW FLOWER WEDDING LINE WINDOW DISPLAY fiir, AB = 
+ as 
REGENCY THERMOGRAPHERS we 
28 West 23rd Street 225 West Ohio Street 13212 Saticoy Street “ft 
New York, New York Chicago, Illinois North Hollywood, Calif. = = ~ ad Ese ee 
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OFFERS 
CONTEMPORARY 
COMFORT 

WITH THE 





Contemporary design and function have been artfully com- 
bined by Cramer craftsmen to create the “K” Line series. 
Offered in five chair models and in a galaxy of luxurious 
fabric colors. Cramer brings not only new beauty and style 
to office furniture. The unmatched comfort and reasonable 
cost of the “K” Line puts it on the “best seller” list. 


Write for complete details. 


CRAMER POSTURE CHAIR CO., INC., 625 Adams Street, Dept. MS-7, Kansas City 5, Kans. 
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NEWS 


Vacation Closing Notice 

The entire plant of Bert M. Morris 
Co. will close for annual vacation July 
31 and reopen August 17. Dealers have 
been asked to anticipate their require 
ments as no shipments will be made 
during this period 


Cleaning Fumes Fatal 
To Gloucester Dealer 

A Boston newspaper reported in May 
that Lewis Churnick, 54, of Gloucester, 
Mass., died about 10 hours after he was 
stricken from the effects of fumes while 
cleaning a typewriter in the basement of 
his home. Mr. Churnick, with a son-in- 
law, operated Wade's stationery store 

The news story said he cleaned and 
repaired typewriters in his spare time 
and was accustomed to using carbon 
tetrachloride in this work. A medical 
examiner ruled that his death was caused 
by “failure of respiration due to in- 
halation of carbon tetrachloride.” 


John Latta Elected 
Director of H-O-N Co. 

John S. Latta, Jr., president of Latta’s 
Inc., Cedar Falls and Waterloo, Iowa, 
was elected to the board of directors of 
the H-O-N Co., Muscatine, Iowa, at 
its recent annual stockholders meeting 


CASH IN 


THE REYBURN 
MANUFACTURING CO., INC. 


PHILADELPHIA, PA. 


WAREHOUSES: 
e 4048 POLK ST. 
CHICAGO, ILL 
e 901 VICKERY BLVD 
FORT WORTH, TEXAS 


sumer interest. 


Company officials said that Mr. Latta 
a successful Midwest dealer with retail 
experience in the office and school equip 
ment field, will add a valuable view- 
point to the product development and 
dealer relations aspects of H-O-N man- 
agement 

In addition to his two retail outlets, 
Mr. Latta also conducts a school supply 
contract business that covers a wide sec- 
tion of the Midwest 


Opens Portland Store 

Following several years with Peters 
Office Supply, Portland, Ore., John M. 
Barberis has resigned to open his own 
firm, John’s Stationery and Printing Co., 
500 Dekum Building. He handles greet- 
ing cards and personalized stationery 
as well as office supplies, machines and 
equipment 


NSOEA Clip-Books Ready 
For Dealer Advertising 

A new service to aid dealers with 
their print advertising has been intro- 
duced by the National Stationery and 
Office Equipment Association. It con- 
sists of a series of three Art Clip-Books 
for use in planning newspaper, direct 
mail and catalog advertising programs. 

The series centers around a 72-page 
1959 Product Art Clip-Book, which fea- 
tures line drawings of actual branded 
stationery items furnished by 85 NSOEA 


manufacturers. A Heading Clip-Book 
an Illustration Clip-Book are fugni 
as supplementary aids to be used with th 
Product Clip-Book. 

The drawings have been standard 
to fit any one of seven NSOEA standard. 
ad-unit sizes and can be used ints 
changeably to provide an attract 
well-planned advertisement at low cost jg 
the dealer. With the drawings are easy. 
to-follow directions exp! aining how 
use the material in actual preparation of 
an ad. Products are indexed by subject, 
manufacturer and product sroupings, A 
supplement to the product book is being 
planned for release later this year, provid 
ing additional pictures. 

Pages in the books are printed on on 
side only, allowing the user to clip 
artwork without destroying addition 
material. 

Copies are available to NSOEA mem 
bers only at $2 each from NSOEA, 740 
Investment Building, 


Washington §, 
Ks. 


Gramercy Joins Chain 

Gramercy Stationery Co., 284 Madison 
Avenue, New York, has become the 
third link in the Airline Stationery 
chain of stores in the Grand Central 
area. Airline’s other stores are located 
at 510 Lexington Ave., and in the 
Lincoln Building arcade at 60 East 42nd 
Street. 





VOI 


on INCREASED SALES! ED 0 


Retailers everywhere are finding that Rey- 
burn's Self-Service features and dependable 
quality merchandise definitely stimulate con- 
Sales profits are sure to follow. 


By displaying our special sale tags prominently, 


you too will benefit by an increase in sales and a 





definite “cashing in” on profits. 
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a GIFT BOX 
80 Count (40 Luncheon, 40 Beverage) 
All Christmas designs available in this box. 














HALLOWEEN 
PUMPKIN 
Luncheon Napkins No. 10-155 
Table Cover No. 48-155 
Plates 9” No. 50-155 
Plates 7” No. 53-155 
Cups No. 60-155 
SCARECROW 
Luncheon Napkins No. 10-156 


Pakay DIVISION 
NASHUA CORPORATION, MS79 
44 Franklin Street, Nashua, N.H 


Please rush my free copy of your ALL NEW, 
FULL-COLOR 1959 CATALOG No. 14. 
Name 

Store... 

Address 


City : patheowe ‘ Zone State 


* 


HAPPY NEW YEAR 
Luncheon Napkins No. 10-125 
Beverage Napkins No. 00-125 
Table Cover No. 48-125 
Plates 9” No. 50-008 
Plates 7” No. 53-008 
Cups No. 60-008 





HAWAIIAN THEME ADDS COLOR TO FABULOUS FOURTH REGIONAL MEETING 


James M. Smith, Sr., left, of P. K. Smith 
and Co., St. Petersburg, Fla., is the new 
governor of NSOEA’s Region 4. Offer- 
ing best wishes as he leaves the podium 
is retiring governor, H. Caldwell Harper, 
Horper Brothers, Inc., Greenville, S. C. 


Serving as panelists during Homer Lay’s 
session on “Managing Salesmen for 
Profit” are Joe Alvarez, Chestnut Office 
Equip t, Gainesville, Fla.; Ted J. 
Vaughn, Stoddard’s, Inc., Nashville; and 
Joseph T. Kilpatrick, Carithers-Wallace- 
Courtenay, Inc., Atlanta. 





A poolside Hawaiian “Luau’’ was ar- 
ranged by Southern Travelers for the 
Region 4 meeting. In costume here are, 
left to right, John Brain, NSOEA presi- 
dent; Mrs. T. G. Hinkle; Mrs. Charles 
Mortensen and T. G. Hinkle of Hinkle’s 
Book Store, Winston-Salem, N. C. 





Heading the Southern Travelers for the 
coming year will be George Slater, left 
front, manufacturers representative from 
Atlanta. Seated beside him is Ralph 
Hilburn, retiring president. Left to 
right in the rear are Charles Hucke, sec- 
retary-treasurer; James B. Wilson, first 
vice president; Jack F. Lydiard, second 
vice president; Joe Shanks, third vice 
president; and Jim Hudgins, chaplain. 


Dealer profit on supplies averages 4.4 
percent of sales, says L. G. Morris of 
Eaton Paper Corp. Mr. Morris, as 
NSOEA vice president, manufacturers 
division, addressed all 14 regional 
meetings. 





Big Chief 
SENECA* 
Says: 
“SENCO—Big Name. 


Offers you much variety... 
much value. You collect 
more wampum!” 


‘SEXNCO 
Sell on Sight 


Senco variety is endless. Senco 
quality...obvious. Senco’s new pre- 
Cision-matic machines guarantee 
you extras you can’t buy elsewhere. 


I 


: 
12 





ll 





Ask your nearby jobber 
about the profit-making 
SENCO DEAL. 





10 


yy WW HI mn 





Ni 
9 


*Only Seneca Novelty Co., Inc., makes SENCO Rulers 


SENECA NOVELTY CO., INC, @ 52 MILLER STREET @ SENECA FALLS, N.Y. 
= 6 | 
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these 


INV] rt\/REPEAT SELLERS 


MULTIPLY YOUR PROFITS! 


self-adhesive yy 
FILE FOLDER = & 
LABELS -easier, 


faster, cleaner. 


10 colors plus white. 
8 labels per sheet 


+s, 
with guide lines - 


Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
tomers like the way they go on 
at the touch of a finger — they'll 
never go back to messy, sticky 
moistening of old-fashioned labels. 
YOU'LL LIKE THE ae 
REPEAT ORDERS! pl 

\ 
\ 


Z 


i — 


self-adhesive 


CORRECTION 
TAPE - no fuss, 


muss, Stains or 
soiled hands 


t.4 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 
the error. Then the correction 
is typed on the tape. 


ORDER TODAY! 


Se 


) > Avery F-line labels 
BUILD IMPULSE SALES! 


There are hundreds of 
uses for these handy, 


} 


_ 


‘y mths 


\ 


\ 
4] = 
i] 


‘yea 
\\} PRY, convenient labels at home, store, office or 
Cf a factory—for price marking, coding, identifica- 
acl- adhesive tion, addressing, and 1001 other uses. Bright 
2 
Ussls 


new packaging—27 popular sizes and shapes 
— in easy-to-use sheet form. ORDER TODAY! 
Write for AVERY SALES 
data—or ORDER FROM 


YOUR WHOLESALER 
TODAY! 


AVERY LABEL COMPANY, Div. 116 


117 Liberty St., New York 6 © 608 S. Dearborn St., 
Chicago 5 ¢ 1616 S. California Ave., Monrovia, 
California e« Offices in Other Principal Cities 
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Al Bachman of Greeley was named general chairman for 1960 

Heads NSOEA Region 10 Attendance at Kansas City was about 
Al Bachman of Bachman Office Equip 200, slightly under the Region 8 total 

; ‘ for the previous year 

ment Co., Greeley, Colo., stepped up to Seay inicocetlh sagen re Bill 

the governorship of Region 10 at the Becks - 9 & : 9h Pig it 

district NSOEA meeting held in Al- mcnaer ae Rpmaepienn-CMtice ‘Sapply Ser 

bequerque, N. MM. ~ nga Ig eae? Missouri; Dan Scott of Scott's Office 

Alisteel! Office Supply Co., Salt Lake  SuPply. Bartlesville, for Oklahome; Bill 

City, Utah, was elected lieutenant gov Sullivan of Rader eae Equipment io. 

i hal . Omaha for Nebraska; and Jack Wheat- 
Donald O. Stanfield of Stanfield’s, croft of Thatcher Hall, Topeka, for Kan- 

Cheyenne, Wyo., was renamed secretary 

and George E. Burkhard, New Mexico 

School Supply Co., Albuquerque, will 

continue as convention chairman and 


treasurer. 


The convention was held at the new 





Western Skies Motel. 
Rocky Mountain Travelers elected 
Lloyd B. Johnson president; Jim Wool- 
ley, first vice president; Jim Ellertson, 
second vice president; and Russ Oker- New Region 8 officers elected at Kansas 
strom sergeant-at-arms. Re-elected were City are, left to right, Bill Buckner, 
George E. White, secretary, and Glen Springfield Office Supply, lieutenant 
Barkley, treasurer. governor for Missouri; Bill Shockley of 
Dodsworth Printing & Stationery, Kan- 
. ‘ a sas City, secretary; Jack W. Coleman of 
Eighth Region Stationers Wichita, retiring governor; Karl Tollef- 
Elect Oklahoman Governor son, Bartlesville Stationery Co., Bartles- 
Karl Tollefsen, Bartlesville Stationery ville, Okla., new governor; R. R. Brick- 
Co., Bartlesville, Okla., was elected dis- er, Bricker Business Equipment, Norfolk, 


Neb., 1960 convention chairman; Ray 
Greenstreet of Schooley’s in Kansas City, 
treasurer; and Bill Sullivan of Rader 
Office Equipment, Omaha, lieutenant 
governor for Nebraska. 


trict governor during the Region 8 NSOEA 
meeting this spring at the Muehlebach 
Hotel, Kansas City, Mo. R. R. Bricker of 
Business Equipment Co., Norfolk, Neb., 





sas. Ray Greenstreet of hooley's and 





Bill Shockley of Dodsworth, both in Kap 
sas City, are treasurer and secretary fg 
spectively 

Heading the Midwest Travelers are Max 
Keating, Kansas City, president: Jim 
O’Brien, Tulsa, first vice president: Herb 
Johnson, Kansas City, second vice presi- 
dent; Glen Evans of Kansa City, secre 
tary-treasurer; and Jack Lang, Mission 


Kan., 


auditor. 





Midwest Travelers have elected, front 


row, left to right, Clint J. Cooper of 
Esterbrook, past president; Glen Evan; 
of Columbia Ribbon and Carbon, secre- 
tary-treasurer; and Max Keating, man- 
ufacturers representative, president. 
Standing are Jack Lang of All Steel, av- 
ditor; Jim O’Brien of Boorum & Pease, 
first vice president; and Herb Johnson 
of Wilson Jones, second vice president, 
















TICKET PUNCHES 


FOR 
EVERY 
PURPOSE 











SS 
TALLY PUNCH 


Tally Punch — Registers number of punchings to 
99,999. 
also special designs. 
ay a OH Be 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 


Nos. 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep 


No. 2—For 1/8-1/4” round holes; 1-1/4” 
reach. 
No. 3, 1-1/2” reach & No. 12, 2” reach, same 


style as No. 2. All will take special dies. 


3/16” or 1/4” round holes — 
Same counter available in our 
Write for circulars. 


Punches 1/8”, 
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Memory Books for Every Occasion 





PROTECT Your Hands, Arms From 
DIRT, GREASE, PAINT, CHEMICALS 


BIBLES 






AM CREAM with LANOLIN 
‘ 8 Invisible Protective 
8 glove that goes on 
BEFORE WORK.. 
Washes off INSTANTLY | | 
AFTER WORK... taking | | 
ALL DIRT with it. Leaves 
hands and face clean! 


over 100 applications - 


at HARDWARE, CHAIN, 
AUTO, INDUSTRIAL, DEPT 


DRUG stores. a 


For free literature write 
- - = for more details circle 102 on last page 





GIFT LOGS 





ACROLITE inc., Rahway, N. J. 






J 
/ WEDDING BOOKS 

J ANNIVERSARY BOOKS 

/ MUSICAL MEMORY BOOKS 
/ BABY BOOKS 

J 


/ GUEST LOGS 
J ‘2 72 BOOKS 


CR 
| New York Showroom: 225 Fifth Avenue 


| Ser === 
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/ SHOWER BOOKS 
PHOTOGRAPH ALBUMS 
SCHOOL MEMORY BOOKS 
SNAPSHOT BOOKS 
CHURCH RECORDS 

BABY GIFT, SHOWER 
AND BIRTHDAY CARDS 
JEWELED BOOKS 


~ {aaa 


OSO7¢ AND COMPANY 
NORWALK, CONNECTICUT 
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NO. 350 
PRESENTATION 
EASEL 


ale 


TM. regisered 


At last, a well constructed, 
reasonably priced lecturer's 
easel... which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 List Price 


FOB: Glendale, L. 1. 4 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 
tray for storage) @ Easy height adjustment: 44” to 80” = 
Portable # Compact @ Solid construction ™ Attractive finish |} 
Please write for literature mentioning this publication. 














ANCO WOOD SPECIALTIES, 
@LENDALE 27; How 
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Extra Profits for YOU 


Personalizing witha... 


° MULTI-LINE 
7 vankli c IMPRINTER 
harem © Imprint up to 5 lines 
* © Imprint longer lines up to 
34" 
© Therm-A-Matic Heat 
Control 
© Automatic and Adjustable 
Foil feed 
e Extra large work platform 

















© Optional Right or Left 
hand operation 





A MULTI-LINE 
IMPRINTER 
working for you 
means more profit, 
less investment 
and more eco- 


Send for FREE | 
OUR —e E literature nomical upkeep — 


25th on these and many 








YEAR | other exclusive, money- can be amortized 
saving and time-saving in one season. 
features. 


> WEST COAST REPRESENTATIVE 
Prankli ETT-BARR COMPANY 
Manufacturing Corp ying 


Norwood, Mass Altadena. Calif 


FRANKLIN MULTI-LINE IMPRINTER 
MULTI-LINE EFFICIENCY 





1 LINE wen 
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Heres why 


Seal-( Piest—hoai— 
MOISTENERS 
Are the Leaders!! 








































1%. —3.50 List 
3°—4.25 List 


ALL METAL QUALITY CONSTRUCTION 
© No plastics, porcelain or other substitutes 
Completely rustproof, unbreakable zinc 

100% pure bristle brushes, stainless steel ferrules 
Beautiful chrome Brass top—non-tip rubber feet 


COMPLETE LINE 


® Moisteners for every application from 1/2” width 
to 6” width 


PRICE LEADERSHIP 


© Competitive prices—best discounts—biggest profits! 


INVENTORY CONTROL PLAN 

® Moisteners may be combined with tape machines 
for quantity prices 

© All units not sold in one year may be adjusted for 
credit or exchange for other models 


Take advantage of the demand we've created. 
Stock and sell THE largest selling line . . . 
Seal-O-matic Label & Envelope Moisteners .. . 
and watch your sales volume grow. 





Tapemaster #45 Tapemaster #70 Flash Brush Sealer 


For complete details write to: 


Seal-C )-matic 


DISPENSER CORP. 
169 Murray Street, Newark 5, N. J. 
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lov the voy fimest itaud)... 


me Consolett 


LUXCO 














the Consolett Stand 
model B8S50 


Smooth, enclosed, functional design com- 
plements the appearance of any office... 
provides roomy comfort and privacy. 


Completely reinforced steel panel construc- 
tion assures rigid stability for all office 
machines. 


Concealed bar retracts ball bearing casters 
at the touch of a toe. Four adjustable rub- 
ber feet level stand on all floors. 


The unmatched beauty and style adds the 
final touch of good taste to your office and 
equipment. 


Colors: gray, desert sage and mist green 
baked hammerloy enamel. Generous top 
area: 28”x19”. 


din Write today for full information 
ong BADGER INC. eA CROSSE wis 
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NEW PRODUCTS . . . . (Continued from page 14 


Punchless Binder 14 


i 


A new punchless binder called 
“Accogrip,” for binding securely 
and without marring such items as 
photos, blueprints, artwork, spec 
sheets, charts, school work, sheet 
music, office and household Papers, 
has been launched nationwide by 
Acco Products. Accogrip features 
a revolutionary spring-action clamp 
which opens and closes at the 
touch of a finger, and permits jp. 
stant binding of all types of loose sheets. Made of flexible 
genuine pressboard, the binder has a closed-back design. It is 
presently available in two sizes, letter and legal, and in five 
colors: red, black, grey, green, blue. Accogrip has a ¥," 


2 
capacity, yet holds even one sheet securely 
Folding Chairs 15 
Tubular steel _— folding 


chairs that complement their 
line of folding tables have 
been introduced by Howe 
Folding Furniture, Inc. One 
chair, the Howe “99”, is all 
steel, has a die-formed seat 
The other, the Howe “98”, 
has a replaceable upholstered 
seat covered with 14-gauge, 
backed vinyl. Both chairs have extra-wide contoured backs 
that insure healthy, comfortable seating posture. The chairs 
come with a baked-on enamel finish that is rustproof and 
chip-resistant. Colors are beige or gray. Rubber-tipped feet 
keep them from slipping 


Lady’s Ball Pen 16 


Lindy Pen Co. introduces a new 
pocket-purse size ball pen for the 
ladies. The pen is only three 
inches in length for convenience in 
carrying, but it opens to conven- 
tional 5” size for writing comfort 
The ink in the Lady Lindy Pen is 
turquoise in color and is perfumed 
Each pen is packaged in its own 
individual lithographed gift tube 
The new No. 500 Lady Lindy Ball 
Pen is presented to the dealer on 
an attractively designed card for 








the counter or wall. 


Metal Furniture 7 


Art Metal Construction Co. 
announced its entry into the 
economy field of metal office 
furniture with its new Security 
9100 Line of desks, tables and 
accessories. Security Line is in 
production at Security Steel 
Equipment Corp., a_ division 
of Art Metal. The new line 
incorporates many features 
found in higher priced equip- ; 
ment such as a full wrap around pedestal shell with radius 
corners, all welded unit frame construction, and six nylon glides for 
smooth, quiet operation of all box drawers. Desks are avail: 
able in three top sizes —- 46”, 60” and 69” — and various 
pedestal arrangements for executive, typewriter and general 
office uses. Accessories include sloping stationery tray, letter 
drawer cross tray, box drawer partitions and cross trays and 
portable typewriter shelves. Finish is in durable baked enamel 
in Gray, Seatone or Sandtone. A variety of other color a 
rangements are available on request. 
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Aeneas 


AW.FaBer GraserS TK (AIL SERVICE) 


She’s wooed by many 


Johnny-come-lately’s 








but Miss Secretary’s 


heart belongs to 


A. W., Faber 


ERASERSTIK: 


The original grey eraser point —always best for erasing. 


They've tried rushing her off her feet, 


whispering soft blandishments into 
her ear—even giving her free competi- 
tive products, but Miss Secretary keeps 
steady company with her first love 
ERASERSTIK. 


Because ERASERSTIK is the first, the 
original pencil-shaped eraser and noth- 
ing has ever equalled its quality 
although many have tried. 


Because ERASERSTIK is—let's face it 
a handsome product, a white-polished 
beauty that is without equal in looks. 


Because ERASERSTIK has become 
“habit —like her favorite lipstick. And 
buying habit is the most powerful profit 
bonanza in the world. 


We ask you—isn’t this a profit beauty 
to warm your heart? Man, if you’re not 
selling ERASERSTIKS by the bushel, 
you're just not interested in money. 
Orders shipped promptly, sold rapidly 


—and all you have to do is bank the 


rofit. Order today. 


A.W. FABER-CASTELL 


PENCIL CO., INC. NEWARK 3,N. J. 


- for more details circle 119 on last page 


All SERVICE) 7099 


TIK 
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e Perfect for industrial 
plants, offices—wherever 
cups are regularly used! 


e Perfect for temporary 
use—picnics, conventions, 
construction work, etc! 


e Hangs easily, securely! 


Nail, hook, thumb tack or tape 
holds dispenser firmly in place. 


e So convenient, sanitary! 
Cups stay right in pack—dis- 
pense one at a time. A new, 


fresh dispenser—automatically— 
with every tube of cups! 


e Eliminates costly dis- 
pensers—big sales plus! 


e Contains finest conical 
water cups on market! 


Smooth rim, extra-wide overlap, 
waterproof seal, double-rolled 
bottom. 4 oz. and 414 oz. Un- 
printed or with stock designs. 


@ Order testing samples! 


Sweetheart 


MARYLAND CUP COMPANY, Baltimore 30, Md. 
SWEETHEART PAPER PRODUCTS CO., INC. of Chicago, Chicago 9, Ill. 
SWEETHEART CUP CORP., Los Angeles 23, Calif. 
SWEETHEART PAPER PRODUCTS CO., Chelsea 50, Mass. 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 





eta the streamline banking envelope that can 
increase your sales and profits. It's the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit . . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10. . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street * Saint Paul |, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, S.W. °¢* Atlanta, Georgia 


(lisii ite) 
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Contemporary Furniture 18 
A new line of office furnj. 

ture that is fully compatible 

with contemporary trends jp 

interior design was introduced 

by the Corry-Jamestown Corp, 

at the NOFA show. The 

“Doric” series desks ang 

modular units is intended to 


fill a need for highly styled 
office furniture that is also 
completely utilitarian, the company said. The new line was 
developed to combine the sturdiness and maintenance 
qualities of steel metal casework with the newest top finishes 
available in wood and plastic laminates. Shipments of the ney 
Doric line will begin on July 1. 


Adding-Multiplying Machine 

The Multisumma 22, a new high- 
adding machine that 
credit balances and also multiplies 
automatically all calculations 
on a printed tape, is an- 
nounced by Olivetti Corp. of 
America. The Multisumma 
newest to Olivetti’s line 
of adding and calculating machines, 
operates at 220 cycles per minute. 


low 


19 


speed gives 


with 
recorde | 


>> 


addition 





Despite its compact size, the new 


machine has a large capacity. Up to 12 digits can be entered, 
providing a 13 digit total. Double and triple cipher keys speed 
entries. Factors and results of all operations are printed ona 


tape and marked with an appropriate symbol. The Multisumma 


22 sells for $348 plus $19.14 federal excise tax 


Pencil Imprinter 


20 

A new high-speed pencil printer 
is now available for rental or pur- 
chase, according to an announce 
ment by the Kingsley Machine Co 
Designed for use by retail stores 
businesses, and other outlets im- 
printing pencils, it stamps 12 
pencils in 12 seconds. Each name 
is imprinted sharply and clearly in 
brilliant gold. The machine auto- 
matically feeds a new pencil into 
the imprint position as the previous pencil is stamped and 
removed. Because of its high-speed features, the Kingsley 
Pencil Printer makes possible an almost immediate delivery on 
orders for imprinted pencils. While the customer shops in 
other parts of the store, the order can be imprinted and ready 
on his return 


Mobile File Casters 

The Oxford Filing Supply Co. 
has announced the addition to its 
line of Pendaflexer Mobile Files 
of new, high-impact styrene cast- 
ers. Styrene is a remarkably tough 
white plastic that will not mark 
any floor. Tu-Dror Pendaflexers 
will ride on wheels two inches by 
34, inches, a larger diameter for 
the heavier loads that are usually 
accommodated in these units. All 
other Pendaflexers will be furnished with 1-5 inch by 11/16 
inch wheels. Both sizes of casters will be mounted on a heavitt 
shaft, yoke and spindle. Oxford also has made an important 
change in the packing of its line of Pendaflex folders and 
guides. All items are being packed without tabs, allowing O® 
the-spot combination with any of the eight tab styles 90 
being offered. 
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for volume profits... 
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“Sd CARBON PAPERS 
and TYPEWRITER RIBBONS 


Write 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 
































WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
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when 
you 


sell / 
AQUABEE f 

You 
/ sell 
the 


QNITY f; 
Ne finest! 


EVERYTHING IN PAPER 
FOR THE DRAFTSMAN! 


















© Graph Sheets e Tracing Papers 

* Planetable Papers  * Layout Papers 

e Silk Screen Parchments 
© Acetate Sheeting 


* Cross Section Papers 


‘, * Profile Papers (Clear or Matte) 
s war DEALERS! Send for free samples and Price List! 


=] =] = a 


100 Eighth Street ¢ Passaic. New Jersey 
“The Home oft Art fe’ Papers” 
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PROFIT 
PROMOTERS 
by “SHACHIHATA”’ 


Quality Stamp Pads for 40 Years! 


Color of pad’s frame 
indicates its original 
ink’s color 


‘““H” TYPE STAMP PADS 


GRACEFUL DESIGNS REASONABLE COST 


Clear impressive colors suitable for stamping on 


document's and ledgers. 

For re-inking. use only Shachihata Stamp Ink 
Automat “*58”"! 

SIZE: H-4, H-3, H-2, H-1. 

Available in 6 colors and uninked, and also foam 
rubber stamp pads. 







Color of pad’s frame 
indicates its original 
ink’s color 


STAMP PADS 


NON-FADING EXCELLENT DESIGNS 
Permanent impressive stampings, even On “nard to 
stamp” surface, cloth, wood, and so on. 

For re-inking...... use only Shachihata Stamp ink 
NEO-88 ! 

SIZE: HN-4, HN-3, HN-2, HN-1. 

Available in 6 colors ahd uninked. 


Color of Pen’s holder 
indicates its original 
ink’s color 


CHEMI-PET MARKING PEN 


> ae. WRITES DRAWS MARKS 


on any surface, paper, wood, cloth, plastic, metal 
On GIG s6000: 






NON-FADING QUICK-DRYING 
Suitable to teachers, artists, designers, students, and 
so on. 

For re-inking...... use only Shachihata Chemi-Pet Inks ! 


Available in 10 colors. Packed in 10 color’s box 
and one dozen box. 


PATENTS for these 3 products ars applied for 


SHACHIHATA INDUSTRIAL €O., LTD. 


65, Uwabata-cho, Nishi-ku, 
Nagoya, JAPAN 
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VOCAL YOKEL... 

(Continued from page 23) 
trouble, may grow “paralyzed.” In 
addition, memorized words tend to 
take on a sing-song quality. 
best bet: talk extemporaneously, from 
a brief outline on a card if it’s a long 
speech. 

8. Be specific. You won't hold any- 
body's attention long if you talk in 
generalities. Don’t say “Summers are 
getting cooler” or “Paperwork costs 
are rising,” and stop there. These are 
flat statements and need proof. Add 
weight and stature to them by using 
an example (‘In my home town, for 
instance "); an authority (““Ac- 
cording to the Weather Bureau . . .”’); 
an illustration (‘‘Here’s a chart show- 
ing average July temperatures . . .”’); 
or analysis (“There are several reasons 
for this. First . . .”’). 

9. Practice whenever possible. This 
doesn’t mean rehearsing a speech over 
and over. That way lies staleness. But 
do take every opportunity to talk. 
Many people find that speaking be- 
fore a mirror gives them a chance to 
correct annoying facial mannerisms 


Your 





and poor posture. 
recorders. 

10. Use visual aids. You can rein- 
force and dramatize the 
what you're saying with a few simple 
props. If there’s a blackboard or a 
pad handy, write important points on 
it. Show models or charts when pos- 
sible. Use paper clips, pencils, a ruler 

anything that can help your aud- 
ience better visualize what you're driv- 
ing at. An additional advantage of 
props is that they give you something 
to handle, can help restore natural- 
ness to your posture. 

Following these rules may not make 
you a Hollywood star or even a 
world famous lecturer. But when you 
talk to people — your customers, 
your boss, your co-workers, your 
friends — they'll listen. 


Others use tape 


impact of 


NOMDA PROGRAM ... 
(Continued from page 22) 

A display of winning advertising 
and the Idea Board will be open near 
the exhibit area on the final two 
days. 

AWARDS. Trophies, awards and 








prizes will add color to the annual 
NOMDA gathering. A top pring 
for one of the registered dealers wi 
be a $275 display case from th 


model store. 

Membership drive trophies and 
the plaques for winners of the ad. 
vertising contest will be presented 
the June 24 luncheon. NOMDA, 
executive committee and the “Tip 
O’ the Year” winner will be honored 
the previous noon. 

ENTERTAINMENT. The As 
sociation’s traditional outdoor rally 
this year will be an Ohio river cruise 
on Monday night, June 22. A party 
boat has been chartered for three 
hours of dining and dancing afloat 
There will be dancing again after 
the annual banquet, at which C 
Elmer Anderson, Pasadena, Calif, 
will act as master of ceremonies. 

Ladies’ entertainment will include 
a get-acquainted breakfast on June 
22, a special luncheon at the Alms 
Hotel June 23 and a tour of a pottery 
factory. Business meetings will be 
held by the ladies at 10 a.m. on both 
June 22 and June 23. 














2—No. 5585 POSTING TRAYS 
for sheet size 5Y,” 


fireproof insulated office equipment, 


106 E. MARKET ST. 





EVER-SAFE Presents Another First | 


Certified FirE PROTECTION PACKAGE 
ALL IN ONE COMPLETE UNIT 
STORAGE CHEST AND 
TWO POSTING TRAYS 





No. 1300 PACKAGE CONSISTS OF: 


I1—No. 1313 FIREPROOF CHEST 
with 154” U. L. Approved insulation. 


wide x 8” high. | 
Capacity 2000 Sheets per Tray. 


2—Sets 25 Division Celluloid-Tabbed Index 
Posting Trays and Index Guides shipped 
inside Chest as one complete package. 


For complete information and prices, also other certified 


Midwestern Manufacturing Corp. | | 


INDIANAPOLIS, INDIANA | | 


| APEX BUSINESS SYSTEMS 


540 PEARL ST., 


Sold Only 





Thru Dealers 


SAME DAY SERVICE 
| ON 








YD wait 
3 


SEALS 


NOTARY AND 
CORPORATION 
#1 Pocket Seals $8.00 
Dealer Discount 40% 


LOUIS MELIND CO. 


3524 N. CLARK ST. 


CHICAGO 13 





- = = for more details circle 130 on last page 

















- - + for more details circle 131 on last page 


















| SNAPEX TAX & STOCK ———— 
| BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


NEW YORK 7, N.Y. * Phone: BE 3-7133 
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* DuPont's registered Trade 


Mark for its polyester film. 





Aigmont the office supply buyer says... 


"an index divider 
that lasts 


Aigmont’'s excited about AICO's 
Rip-Proof Loose Leaf indexes. 


They 


won't wear, tear or pull through at holes 
Ideal for use in ring books, post and 
ledger binders and memo books. 


Binding edges are reinforced with 
MYLAR * plastic. It is stronger than 


other reinforcing, less bulky . 


costs less! 


-- and 


In all stock sizes and made-to-order. 
Choice of a wide variety of index tabs 


and colors. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices 





G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 
Plants in Chicago; 
Rochelle, lilinois; 
New York and Colif 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
*consumer readers of business magazines carrying this AICO advertisement, 
- = = for more details circle 104 on last page 





af AuAnic * 
IM SHOWING 'EM HOW YOU CAN MEND OR DECORATE AWYTHING 
WITH STRETCHY, CONFORMABLE ‘SCOTCH’ BRAND COLORED PLASTIC TAPE !" 


ee 





“SCOTC 


the plaid design cre registered trademarks of 3M Co., St. Paul 6, Minn, 


Mimnesora Miaine ano Mianuracrurine company 


- WHERE RESEARCH IS THE KEY TO TOMORROW 


ee ~>>, 
o> 

7 

.) 
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LEO 
NEW | MONEY-MAKERS 
Now Offered to Dealers! 








\j tx a om A full range 
a of Moderately 
Priced Machines 
for Every Use. 
Backed by Our 
Nation-Wide Sales 
and Service 
Organization 





Model OR 


Model DSR 


~. Model EvMs 


> 


FOR A BETTER DEAL SELL am) } 


Write today for details of Dealership Plan 
PLUS Diehi Calculator Division 


CONTROL SYSTEMS, inc. 


5 Beekman Street + New York 38,N.Y. + REctor 2-0045 
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There’s A BIG Market For STERLING'S Exciting New 


PENCIL SHARPENER 


For Desk or Wall 





QUALITY CONSTRUCTED 
of high-impact plastic 


iii is } for durability. 

——— memati 4 KNDSOMELY PACKAGED 
for powerful eye and BUY 
appeal 

BIG VALUE comes complete with 2 extra 


Request latest catalog 
of complete Sterling 
line of School and 
Stationery items. 


hardened steel cutters and 2 mounting screws. 


POPULARLY PRICED at $1 to capture volume 
sales. 


STERLING PLASTICS CO. 


1140 COMMERCE AVENUE: UNION, NEW JERSEY 


Manufacturers of Stationery and Schoo! Supplies 
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HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 








PROMOTES GIFT SALES OF: 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Napkins 
— leather Goods — Playing Cards — 
Gift Items — Fountain Pens. 4 






Write 
for 
details! 






Howard Stamping 


Machine Co. 


4445 W. Belmont = Chicago, Ill. 
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RAIN or 
SHINE... 


prerer EG-U-Cards 


PREFER 
r HIL.DRE N'S 


Always Something NEW 
Children's Educational Games 29c 
Ed-U-Cards Mfg. Corp. 
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Samuel Ward Catalog A 


A new 28-page illustrated catalog of 
fine stationery and leather specialties is 
available to all established dealers from 
Samuel Ward Manufacturing Co. All 
items are list priced, subject to a dealers 
discount of 50 percent. The catalog can 
be used either in selling to customers or 
for day to day re-ordering 


3 New Catalogs B 
Three new illustrated catalogs are 
available from the Chicago Desk Pad 
Co., 4640 North Oketo, Chicago 31, 
Ill. A 20-page Desk Pad & Accessory 
catalog features several new desk sets, 
padded telephone book covers and new 
imprinted “Doodle Pads.” A _ 12-page 
Acetate & Mylar booklet features the 
“Cleer-Adheer” do-it-yourself laminate 
product. A 4-page Chair Cushion catalog 
includes several new styles and colors. 


Illustrated Price List Cc 


The Borroughs Manufacturing Co. has 
published a colorful, 24-page illustrated 
price list of its entire line of metal 
office furniture which comprises book- 
cabinets, library shelving, wrap 
racks and check racks. The plastic-bound 
publication illustrates every product in 
the line. 


Marking Guide D 


A selector chart for those who wish to 
write or make marks on almost every 
type of industrial material is offered by 
the Joseph Dixon Crucible Co. The 
chart shows at a glance the proper type 
of marker (crayon, chalk or industrial 
pencil) to use on two dozen different 
materials in a number of different sur- 
face conditions such as wet or dry, hot 


cases, 


or cold, smooth or rough, rigid or 
flexible. 
Punched Form Binders E 


A new catalog on binders for marginal 
punched forms used in electronic data 
processing is available from the C. E. 
Sheppard Co., 44-42P 21st St., Long Island 
City 1, N. Y. The new Cesco Catalog “L” 
incorporates many improvements and_ in- 
novations of the past two years. It is 
arranged in easy-to-read style with new 
rapid-pricing tables for stock and special 
$1zes. 


Handwriting Tips F 

“Write It Right,” a new 16-page collec- 
tion of tips on handwriting improvement, 
has been published by Birk & Co., for 
distribution to industry. Single copies can 
be obtained free from the Handwriting 
Foundation, which supplied material on 


50 


which the booklet is based. The aim of 
the illustrated booklet is to persuade the 
reader to make his handwriting more 
legible. 

Wholesaling Booklet G 


A 16-page pamphlet tracing the history 
of wholesaling during the past 100 years 
and describing the service rendered by 
wholesalers today has been published by the 
National Assn. of Wholesalers. Copies 
of the booklet may be obtained by writing 
the National Assn. of Wholesalers, 109] 
Connecticut Ave. N.W., Washington 6, 
E. <. 


Binder Covers ~ 
National Blank Book has produced ap 
attractive four-color folder, No. 313, show. 
ing specially decorated covers, screened 
and appliqued and stamped. Pictured jn 
color are some of the plastic decorated 
covers the company has produced. 


Stencil Duplicating Supplies | 

More than 350 products for stencil 
duplicating are listed in the 1959 Tempo 
Products catalog published by Milo Hard 
ing Co., commemorating their 55th year, 
Included in the illustrated, 28-page catalog 
are inks, stencils, paste, stencil art supplies, 
cabinets and stands, stencil filing systems 
and other accessories and supplies of all 
types. 


Optical Products J 

Bausch & Lomb Optical Co. has made 
it easy for persons interested in optical 
equipment to select the exact catalog to 
fit their informational requirements. 
“Optical Products” is a 24-page illustrated 
index, sort of a catalog of catalogs, which 
lists current Bausch & Lomb catalogs. It 
is divided into consumer, ophthalmic 
and scientific and _ technical products 
classifications, corresponding to the major 
products divisions of the company. Copies 
of the index are available. 


Furniture Catalog K 

A new line of contemporary office 
furniture called Exedra is described in a 
full color catalog offered by Yawman & 
Erbe. The line features a basic collection of 
nine specialized modular components which 


can be combined in many office 
arrangements. 
Store-planning Kit L 


Saginaw Industries, 2119 South Jeffer- 
son, Saginaw, Mich., invites store man- 
agers to write for a new Saginaw Chief 
store-planning kit. Included in the kit 
are materials to help plan display arrange 
ments and traffic patterns for more ef- 
fective store layout and better customer 
service. Cut-outs of interchangeable shelf 
and display units may be used to plan 4 
new store layout or to try out ideas for 
store improvement or modernization. 


Office Layout Guide M 

A handy, new “Template Card” giving 
“Do's and Don'ts of Office Planning 
has been issued by Remington Rand. The 
card gives suggested square footage for 
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| Anovel and practical accessory tor the whole family! 
Enamel finish in red, white, turquoise and yellow. 





“TACK UP’ 


Big memo 


Standard adding machine tape refills. Pencil chained 


in place . . 


styled lifeti 


_ © propucrs 
Division of KETCHAM G McDOUGALL, INC., Box 15, Roseland, N. J. 


Stomp Keepe 


STOP! 





EARN UP TO 50% PROFITS 


Heres QUALITY merchandise for engineers, draftsmen, 


EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. — 


No. 50130 - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
teal soles stimulator ! 


Retail price: . . $17.00 
Es <0 so #:0:0.0.08 10.20 
Tae 6.80 


No. 5000D - FREE Counter Display 


Four knife-edge blades- assures a per- 


fect true point every time. A sure bus- 40% discount on any display, plus 
iness builder! additional 10% on purchase of 3 or 
Retail price:......... $21.00 more different. displays. Over a 















LOOK! SELL! 


e DRAWING SETS 
e DRAFTING INSTRUMENTS 
e DESIGNING AIDS 

e DRAFTING MATERIALS 

e DRAWING EQUIPMENT 

e MEASURING DEVICES 












designers, students, etc. at DOWN-TO- 















Precision Lead Pointers. 










dozen displays to choose from. 
Send for free display brochure. 







Handy, fully illustrated reference 


NEW chart showing hundreds of 

Alvin’s most popular items. 

READY Orders promptly filled. Also 
REFERENCE an ideal sales tool. 

CHART “QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


FREE 








_ Easy sales in BIG numbers 
















cow oo aro —10re™ 


geltanlkin 





-_ 

A sales ‘natural’ when- 
ever large figures and easy 
readability are called for. 
This popular machine 
gives customers easy-to- 
read numbers on time 
cards, file folders, records 
. .. and gives you quick, 
profitable sales! = 
el 


NABERS 
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—_ —_ 
- v 
peer OO 7 
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Magnetic Memo 
the family bulletin board 





MEMOS, SHOPPING LISTS. gig 


magmetically! 





roll holds yards of paper . . . takes 


. can’t be lost. Includes three smartly- 
ime magnets. One ideal size (9” x 13”). 


DeLuxe model, copper finish, $3.95 


\ 







Send for catalog describing complete Pot line: 
* Tape Keeper © ReeiRiter « Pin-On Pencil ¢ TelAttach Pencil 
Key Keeper ¢ Rememo « ' Fane Pad « Magnetic vnsnan 
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3 
“see- at-a-glance H 


Fbkabnk 


“see-at-a-glance” 
LIFETIME MAGAZINE BINDER COVER 


AMALING 
PROMOTION OFFER 


For Limited Time Only! 


2 doz. asst’d. Peek-A- 
Book numbers, Appr. $36 62 
$44.00 value, for 7 
PUT THE 
TAKE THE 3 FREE MAGAZINE BINDERS 


GUESSWORK OUT With Current Magazine Covers 


PLUS THIS COLORFUL, METAL SALES-MAKING DISPLAY 
Send us your order NOW, or write immediately for details. 


Excellent for use wherever magazines are left lying available (doctor's 
and dentist's offices, beauty and barber shops, libraries, reading 
rooms, etc.). 


Magazine covers attractively show through semi-rigid, transparent 
Vinylite. RIGID-FIRM Backbone and back cover of top-quality binders 
board sealed between 2 layers of Spanish crush grain Vinylite; beav- 
tiful colors, Navy or Flame Red. Binders are scuff-proof; wipe clean. 
Wire-O-Metal rod facilitates quick, easy insertion of magazines. 


ANGLER’S COMPANY 
45-22 162nd Street, Flushing 58, N. Y. 
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private, sectional and general offices of 
personnel at all levels. It includes helpful 
tips and on the reverse side shows five 
recommended desk and office arrange- 
ments. A copy can be obtained from any 
branch office or by writing Remington 
Rand Division of Sperry Rand Corp., 315 
Fourth Ave., New York 10, N. Y 


New Chair Line N 

A new line of chairs for 
office requirements is 
erature offered by Columbia-Hallowell 
Division, Standard Pressed Steel Co.., 
Jenkintown, Pa. The eight-page, full-color 
bulletin smoothly 
ecutive, secretarial and side chairs in 
seven styles. Major construction and design 
features are reviewed. 


modern 
described in lit 


shows contoured ex 


Study of Leasing 0 

A new study entitled “The Pros and 
Cons of Equipment Leasing for Smaller 
Manufacturers, Department Stores and 
Supermarkets” has been published by the 
Foundation for Management Research, 
121 West Adams Street, Chicago 3, IIl 
In the 16-page study there is a complete 
discussion of the cost of leasing con 
pared with outright purchase and put 
chase through conditional sales contract 
Charts are used to illustrate the material 
Single copies are available free of 
charge. 





TEN 


MEMO | | 
CLIP 








Designed to take very little space, these 
clips will hold memos, menus, etc. erect, 
convenient and accessible. Many are used 
at telephones to hold and organize notes 
and reminders. Memo clips are carefully 
manufactured and have a brightly nickel 
plated base 2 1/4” in diameter with a 
clasping arm 2-13/16" high, made from 
high quality tempered and polished stain- 


less steel. Memo clips are packed 12 
pieces to a box. 
Write now for prices. immediate 


delivery. 


L. D. Van Valkenburg Co. 


HOLYOKE, MASS. 


Quality Est. 1896 


Service 
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June 21 — Father's Day 


June 22-23 — NSOEA District 3, Galen 
Hall, Stroudsburg, Pa 

June 24 — Canadian Regional Wholesale 
Stationers Assn. Westbury 
Hotel, Toronto 


June 26-27 — NSOEA District 1, Went- 
worth-By-The-Sea, Portsmouth, N. H 


conference, 


July 4-8 — Christmas in July Market. 
Baker Hotel, Merchandise Mart. Dallas, 
Texas 

July 19-22 — Washington Gift Show, 
Hotel Willard 

July 26-31 — 49th California Gift Show, 
Los Angeles 


August 2-13 — Chicago Gift Show. La- 
Salle Hotel, Palmer House 


August 2-5 — August Gift Show, San 
Francisco 


August 9-12 — August Gift Show. Port- 


land, Ore. 

August 16-19 — August Gift Show, Seat- 
tle, Wash 

August 21 — Western States regional 


Wholesale Stationers Assn. conference, 
Mark Hopkins Hotel. San Francisco 
August 23-28 — New York Gift Show, 
Hotel New Yorker, Trade Show Build- 

ing 
August 23-25 — August Gift 
Spokane, Wash 


Show, 


Sept. 6-10 — Dallas Gift Show 
Sept. 13-17 — Boston Gift Show, Hotel 


Statler and The First Corps Cadet 
Armory 
Sept. 20-23 — Denver Gift & Jewelry 


Show, Hotel Albany 
Sept. 25 — Midwestern regional Whole 


sale Stationers Assn. conference, Drake 
Hotel, Chicago. 


Sept. 26-30 — National Stationery & 
Office Equipment Assn., Convention- 
Exhibit, Conrad Hilton Hotel, Chicago. 


Sept. 27-30 — Philadelphia Gift Show, 
Hotel Benjamin Franklin 

Sept. 27-29 — Phoenix Gift & 
Show, Hotel Westward Ho. 


Oct. 4-10 — 22nd Annual National Letter 
Writing Week. 


Jewelry 


Oct. 16 — Eastern States regional Whole- 
sale Stationers Assn. conference, New 
Yorker Hotel, New York 

Oct. 17-21 — Third annual Eastern Com- 
mercial Stationery Show, 
Building, New York City 


Trade Show 


Oct. 19-23 — National Business Show. 
New York Coliseum 








CLASSIFIED 
ADVERTISEMENTS 


peogine : for Aa adve 
is the fifteen of the 2nd m 
ceding the month in which the aa > 
ts issued. RATES: 25c a word, 
Order: $5.00. Names and address are tp 
be included in the count. Initials OF sets 
of figures are to be counted as one word. 
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—_____ & 02 Acrolite, 
HELP WANTED a. 
103 Addo-x, 
THE LEERIES will start an entirely ney 
fad in_cartoon qreoting cards, stati 
gifts. Free samples. Leary Cartoons, Lan. 104 Aigner, | 
caster, Pennsylvania. 1-59 poge 4 
DISTRICT SALES MANAGER FOR MID. 
WEST AREA. Must know intimately. 105 Alvin & 
Contact Stationers, Jobbers and Retailers e 
in the Commercial Office Supply Trade. — pag 
Able to train and manage salesmen 
Write Box 234, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER §& 10 Anco W 
405 East Superior Street, Duluth 2 totion ¢ 
Minnesota. 1-59 
Sideline men wanted for new line of Angler's 
One Dollar sellers for gift and stati @ 5 
stores. Box 231, MODERN. STATIONER poge 
AND OFFICE EQUIPMENT DEALER. 
405 East Superior Street, Duluth 2 
Minnesota. 7-59 & 108 Apex Bi 
~ — pag 
SALES REPRESENTATIVES 
FOR GBC STENOMASTER 109 As 
Lowest priced, longest play dictating very 
transcribing machine on the market tope — 
ighest commissions — a few prime ter 
ritories still open. Long profit picture 
for dealers and distributors. Write, wite 9 119 Badger 
or phone — GBC America es 89 
Franklin Street, New York 13, N. ¥ — par 
Worth 6-5412 7-9 
11) Bates | 
10. 
LINES WANTED 
112 Bausct 
: nifiers 
If Wisconsin, Minnesota and Iowa need 
representation, write us. We promote fast 
moving items only, the way you want 113 Bee P 
them promoted. Box 233, MODERN STA- 
TIONER AND OFFICE EQUIPMENT — 
DEALER, 405 East Superior Street, 
Duluth 2, Minnesota. 7-59 


SOUTHERN CALIFORNIA ESTABLISH- 
ED MANUFACTURERS’ REPRESENTA- 
TIVE wants reliable Stationery, Party 
Goods, Conventional Greeting Cards and 
related Lines. Fifteen years follows 
with reputable trade. Write Box ; 
MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER, 405 East Superior 
Street, Duluth 2, Minnesota. 7-59 

























LINE WANTED for Ohio-Michigan- 
Indiana-Kentucky & Pittsburgh. 

lent coverage in Stationery and 
Furniture fields. Have one top line 
can do justice to two additional ‘3 
lished lines. Box 232, MODERN ST@ 
TIONER AND OFFICE EQUIP 
DEALER, 405 East Superior S 
Duluth 2, Minnesota. 


LEADING LINE OF LETTERING 
CILS offers a fast selling product 
supplement the income of representa 
calling on distributors in the stati 
and art supply field. This is a 
desirable product with widespread 
acceptance, aggressively mere 
and soundly financed. If you are 
cerely interested in augmenting 
income appreciably, answer this at 
otherwise forget it. Box 235 MO 
STATIONER AND OFFICE EQUIP 
DEALER, 405 East Superior Stress 
Duluth 2, Minnesota 
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picture 136 Northern States Envelope Co. — Bank- 
a 110 Badger, Inc. — Office machine stand 123 Gibson, C. R., and Co. — Memory books ing envelopes — page 46. 
N.Y — page 44 — page 42. 
7-59 137 Olivetti Corp. of America — Typewriters 
— 2 ° 
IM Bates Mfg. Co., The — Staplers — page 124 Giobe-Wernicke Co., The — Metal busi- orsaeee 
— 10. ness equipment — page 13. 
138 Oxford Filing Supply Co. — Filing sup- 
M2 Bausch & Lomb Optical Co. — Mag- 125 Hoggson & Pettis Mfg. Co., The — Fe Fae 
1. noel nifiers — page 35. Ticket punches — page 42. 
ote as 139 Parker Pen Co., The — Pens — page 33. 
u wal * 
N STA- & '13 Bee Paper Co., Inc. — Drawing papers 126 Howard Stamping Machine Co. — Im- 
PMENT — page 47. 


printing equipment — page 50. 
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Advertised Products: 101 102 103 
109 110 111 112 113 
119 120 121 122 123 
129 130 131 132 133 
139 140 141 142 143 
149 150 151 














New Products: 1 2 3 











Note: Inquiries for items listed not serviced 





Yours for the Asking: A B Cc D E 


104 105 106 107 
114 115 116 117 
124 125 126 127 
134 135 136 137 
144 145 146 147 


1 12 13 14 15 16 17 18 19 20 21 


after 3 months from date of issue. 


108 
118 
128 
138 
148 


This page ts provided for your convenience. To obtain additional information on new prod- 
ucts, trade literature and advertised products in this issue, simply circle the corresponding 
number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


(Continued from other side) 


140 Regency Thermographers — Heliograved 
stationery — page 37. 


141 Reyburn Mfg. Co., Inc., The — Sale tags 
— page 38. 


142 Rogersnap Business Forms — Carbon 
second sheets, business forms — page 
36. 


143 Scripto, inc. — Pen promotion — page 
6. 


144 Seneca Novelty Co., Inc. — Rulers — 
page 41. 


145 Seal-O-Matic Dispenser Corp. — Moisten- 
ers — page 43. 


146 Shachihata industrial Co., Lid. — Stamp 
pads, marking pen — page 4 


147 Sterling Plastics Co. — Pencil sharpener 
— page 49. 


148 Van Valkenburg, L. D., Co. — Memo 
clip — page 52. 


149 Leedall Products Mfg. Co., Inc. — Type- 
writer ribbon — page 16. 


150 World Publishing Co. — Dictionary — 
3rd cover. 


151 Write, Inc. — Carbon papers, ribbons — 
page 47. 


YOURS FOR THE ASKING 


be 


c 


D 


Samuel Ward Catalog 
3 New Catalogs 
Illustrated Price List 
Marking Guide 
Punched Form Binders 
Handwriting Tips 
Wholesaling Booklet 
Binder Covers 

Stencil Duplicating Supplies 
Optical Products 
Furniture Catalog 
Store-planning Kit 
Office Layout Guide 
New Chair Line 


Study of Leasing 


NEW PRODUCTS 


Redesigned Ball Pen 


Sorting Device 








USINESS REPLY CARD 


| FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.aR., DULUTH, MINN. 
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MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





HIN 





Retractable Pen 
Merchandiser 

Ribbon Dispenser 

Service Cart 

Label Holder Display Card 
Pen Refill Station 
Educational Games 
Typewriter Table 

Pressure Sensitive Labels 
Restyled Pencil 

Novelty Pencil Sharpener 
Punchless Binder 

Folding Chairs 

Lady's Ball Pen 

Metal Furniture 
Contemporary Furniture 
Adding-Multiplying Machine 
Pencil Imprinter 


Mobile File Casters 
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WEBSTER’S NEW WORLD | 


DICTIONARY | ' 
ea Oune Our FTOTITS 


NEWEST! BIGGEST! 


142,000 words defined ON YOUR 


(10,000 more than any other 
desk dictionary) 


ae. BIGGEST BACK-TO-SCHOOL ITEM 


college dictionary) 


ao Big Discount, Big Volume, 
Officiall d at 
more than 1,000 colleges Fast Turnover on Students 
and universities ————- 


eo Favorite Dictionary 
national publications 


TIME LIFE and you get | 


NEW YORKER ‘ 
Saturday Review FREE WI Very 
eta ae meme per ee 


ORDERED BETWEEN JUNE 1 AND AUGUST 15 













HERE’S HOW IT WORKS OUT 
IN DOLLARS AND CENTS 











SELLING 
ORDER cost PRICE PROFIT 

















ont’ os $40.50 $74.25 $33.75 











ent 2s $119.48 $222.75 $103.27 














ent’ ee $234.90 | $445.50 $210.60 

















100 
GET 110 | $384.75 | $742.50 | $357.75 








CLIP THIS COUPON NOW— MAIL IT PROMPTLY 


THIS OFFER GOOD BETWEEN JUNE 1 AND AUGUST 15 ONLY 





The World Publishing Company, Dept. M-3, 2231 W. 110th St., Cleveland 2, Ohio 
Please ship the order of thumb-indexed Webster’s New World Dictionary, 
College Edition, checked below @ $6.75 a copy less discount indicated, 
it being understood that we are to receive 1 FREE bonus copy for 
every 10 ordered. ' 


CJ 10 at 40% discount 
[) 60 at 42% discount 






[] 30 at 41% discount 
Cj] 100 at 43% discount 
















Name 





Address. 








City. Zone State 








- - for more details circle 150 on page 53 





from neighborhood shop to large corporation— 


Burroughs adds breadth to your adding machine market 


If you’re out to corner a good share of the market on 
adding machine customers—then make the broad 
Burroughs line your business! With it, you can offer 
prospects a perfect fit in both price and function. 
Full keyboard models, ten-key machines to 999,999,- 
999.99 capacity (including a new, competitively 
priced ten-key). Economical hand-operated or electric 
cash registers. Lots of smart buys in a choice of 
smart colors. 


} 


and 


You can rely on the best merchandising 
| 


industry offers—including national, in-store 


Burroughs 





support the 


direct mail advertising. And to help you plug im 
this pre-selling power, you'll have the pers 
marketing cooperation of a specially trai 
Burroughs representative. 
These are only the highlights of the advantag 
that accompany a Burroughs dealership. Get 
details now. Write Dealer Sales Dept., Burrougl 
Corporation, Detroit 32, Michigan. 
P.S. Another profit-puller: Burroughs fast-selling Mg 
carbons, ribbons and other supplies—including 
lutionary plastic-base NU-KOTE ‘““earbon” pap 


adding mach mes and cash registers 


IUNE 31 ondil 


- - - for more details circle 114 on 





